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By ROBERT B. MITCHELL 


NEW YORK—Nov. 1 will mark the 
first birthday of New York’s regula- 
tion 39, the set of rules aimed at 
curbing the abuses that arose in con- 
nection with the sale of financed life 
insurance, also known as bank loan 
and minimum deposit. 

What have been the effects of these 
restrictions? Have they actually re- 
duced the evils to a negligible quan- 
tity? Have they had unfortunate side 
effects in killing financed insurance 


sales that would actually have been 
in the buyers’ best interest? 

Inquiries here in New York indicate 
that regulation 39 has done an amazing- 
ly good job of checking the abuses 
without operating to prevent any great 
number of appropriate prospects for 
financed insurance plans from buying 
them. 

The main thing the regulation did 
was to deny companies the right to 
issue special policies on which virtual- 
ly the entire first loan value could be 
borrowed at the time of sale, unless 


WHAT N.Y. REGULATION 39 HAS DONE IN ITS FIRST YEAR 
Report On Financed Life Insurance: 


Abuses Curbed, Sales Volume High 


the company did the same on its other 
comparable policies. What had been 
happening was that the full first-year 
cash value policy made it easy to ac- 
quire a large program of life insurance 
with very little cash outlay. 

The big advantage to the buyer was 
that he could take a tax deduction on 
the policy loan interest. The advantage 
didn’t amount to much unless a man 
was paying about 50% of his net in- 
come in taxes, but the minimum de- 
posit plan was being sold to many 

(CONTINUED ON PAGE 17) 





Ordinary Sales In 
Sept. Up 1%; Total 
Purchases Gain 2% 


Ordinary sales of $4,031,000,000 in 
September represented an increase of 
1%, while sales of all types of life in- 
surance amounted to $5,585,000,000, a 
gain of 2%. Ordinary sales for the first 
nine months totaled $38,054,000,000, 
for only a nominal percentage change 
and a dollar decline of $67 million. 
Total sales for the nine-month period 
were $52,579,000,000, up 3%. The ordi- 
nary nine-month figure includes $407 
million in 1960 and $511 million in 
1959 under individual policies written 
on groups of persons. 

Group sales in September were $1,- 
004,000,000, an increase of 9%, and for 
the nine months were $9,371,000,000, a 
23% ' gain. 

Industrial sales for the month to- 
taled $550 million, down 2%, and for 
the nine-month period were $5,154,- 
000,000, virtually no percentage change 
and a dollar decline of $8 million. 


N. Y. Managers To Honor 
Raymond Harris, Hear 


Talk By Robert Dineen 

NEW YORK—New York City Life 
Managers Assn. at its annual dinner 
Dec. 12, will honor Raymond Harris, 
who recently retired as New York dep- 
uty insurance superintendent and chief 
counsel. 

Speaker will be Robert E. Dineen, 
vice-president of Northwestern Mutual 
Life. Mr. Dineen was invited to speak 
because he was superintendent of in- 
surance at the time that Mr. Harris 
was advanced to the position he held at 
the time of his retirement. 

The dinner will be at the Hotel Com- 
modore and was timed to take place 
during the week of the Life Insurance 
Assn. of America and Institute of Life 
Insurance annual meetings here. 

Midland Mutual Life’s man of the 
Month honors for September were 
shared by Philip Fass, Los Angeles, 
and Thomas E. Grieg, Minneapolis. 





GLENN TELLS MANAGERS 


Keogh Bill Without 
Treasury Hobbles 
Backed By Smathers 


NEW YORK—Sen. Smathers, who 
was floor manager of the Keogh bill in 
the Senate, has in- 
dicated support of 
still another ver- 
sion of this type of 
legislation, one 
that would avoid 
the restrictions 
sought by the 
Treasury depart- 
ment, Henry R. 
Glenn, general 
counsel and treas- 
urer of Life Insur- 
ance Assn. of 
America, told the 
New York. City Life Managers Assn. at 
a luncheon: meeting. 

This version basically would be the 
original Keogh bill, amended so as to 
require that any self-employed person 
desiring the benefits of the bill for him- 
self would also have to provide certain 
minimum pension benefits for his em- 
ployes. Essentially, the self-employed 
would be required to contribute two 
dollars in order to receive a tax de- 
ferment on a dollar. Also, those with 
three or more employes would have to 
contribute at least 5% of the compen- 
sation paid or acerued to them in the 
taxable year. 





Fs 





Henry R. Glenn 


Treasury Objections Expected 


Since this would differ from the 
Treasury approach, it would be only 
natural for the Treasury to seek some- 
thing more nearly along the lines of 
what it was asking earlier, which would 
have integrated the self-employed plans 
and the owner-manager’ corporate 
plans, said Mr. Glenn. 

At this point it is impossible to pre- 
dict what will happen to the Keogh 
type of legislation, designed to give the 
self-employed some of the tax advan- 
tages now enjoyed by corporations hav- 
ing qualified pension plans, said Mr. 
Glenn, but it is safe to assume that 

(CONTINUED ON PAGE 19) 


Members Of 6 MDRT 
Committees Named 


Appointments of six committees of 
the 1961 Million Dollar Round Table 
have been an- 
nounced. Chair- 
men are as fol- 
lows: 

Program — 
MDRT Vice-chair- 
man Lester A. Ro- 
sen, Union Central, 
Memphis, chair- 
man; James B. 
Longley, United 
Life & Accident, 
Lewiston, Me., and 
Dan S. Holefca, in- 
dependent, Detroit, 





James B. Irvine Jr. 


vice-chairmen. 
Nominating—Adon N. Smith 
(CONTINUED ON PAGE. 19) 
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HIA Individual 
Forum Hears PR's 
Vital Importance 


Chicago Meeting Has Panel 
On Senior Citizen Noting 
This And Other Aspects 


The senior citizen can be written 
safely; he should be considered as just 
another line; both small and large com- 
panies can successfully compete for his 
business; he may be written either as 
part of a group or individually—but 
companies must understand the public 
relations aspect to the whole problem 
since this is the only way to stall off 
government intervention into the 
health business. 


Neal Sums Up 


These were the general summations 
made by Robert R. Neal, general man- 
ager Health Insurance Assn., as -he 
wound up HIA’s first general session 
of the annual individual insurance 
forum meeting in Chicago. Mr. Neal 
was moderator of a panel on the senior 
citizen that consisted of Louis C. Mor- 
rell, executive vice-president Conti- 
nental Casualty; W. Sheffield Owen, 
vice-president Life of Georgia; D. D. 
Ulfers, executive vice-president Mu- 
tual of Omaha, and William DeV. 
Washburn, president American Health. 

The weather outside had a distinctly 
autumnal nip to it, but speakers quick- 
ly warmed to their task and the record 
audience ‘(some 435 were registered) 
was made quite comfortable’ as a 
great number of comments and ‘sug- 

(CONTINUED ON PAGE 13) 








Four officers of American College and American Society of CLU are pictured 
together during time capsule ceremony in the college’s and society’s new head- 
quarters building at Bryn Mawr, Pa. Ceremony also included an announcement 
that the new building will be named Huebner Hall, in honor of Dr. Solomon S. 
Huebner, president emeritus of American College, second from left. From left 
are Davis W. Gregg, president of the college; Dr. Huebner; Paul F. Clark, chair- 
man of the college and of John Hancock, and Paul S. Mills, managing director of 
the society. Representatives of major insurance and educational institutions 
presented documentary records for the time capsule which will be sealed in the 
reception foyer of Huebner Hall until the year 2010. Story on page 2. 








A&S Plans Shown At 
Colonial Annual Of 
Combination Units 


Colonial Life, at its annual business 
conference for the combination depart- 
ment, introduced new personal A& 
plans. Donald J. Moe, 2nd vice-presi- 
dent, personal A&H, discussed the new 
“Protector Hospital Policy” and a new 
dependents hospital and surgical rider. 

The hospital plan can be offered on 
an individual and family basis and is 
guaranteed renewable for the life of 
the insured and his wife. It provides 
coverage for dependent children and 
is renewable for them to age 23. The 
policy includes an option for surgical 
benefits in or out of the hospital, or in- 
hospital care. The plan also contains a 
diagnostic benefit for treatment per- 
formed outside the hospital. 


Loss Of Income Covered 


The dependents hospital and surgi- 
cal rider may be added to Colonial’s 
“Income Protector’ A&S policy. 
Through the use of the rider, the in- 
sured can be covered for loss of income 
and provide his family with hospital- 
surgical benefits. The entire package 
is guaranteed renewable to the in- 
sured’s 65th birthday except for de- 
pendent children who are continued 
to age 23. 

Mr. Moe introduced Russell C. Ort- 
man, director of personal A&H sales, 
who showed new sales promotion ma- 
terial. 

Other speakers during the three-day 

(CONTINUED ON PAGE 19) 


Aged Health Needs 
Are Falsely Deduced 
From Income Figures 


Everyone has a sure-fire solution to 
the problem of old age medical care; 
but no one is certain what the problem 
is. This was the opinion offered by 
George F. McDonnell, executive in 
charge of the commercial and inde- 
pendent plans divisions of Continen- 
tal Casualty, in a talk at the October 
meeting of Cincinnati Assn. of A&H 
Underwriters. 

Mr. McDonnell said that in view of 
the conflicting evidence in circulation 
about the actual need of the aged for 
any government-sponsored health plan, 
it would be advisable to proceed with 
caution in this field. In particular a 
critical look should be taken at the 
main argument for government inter- 
vention—that since 60% of the aged 
have incomes of less than $2,000, it may 
be assumed that these people are un- 
able to pay their medical bills. 

By the same token, 47% of the na- 
tion’s people have no income at all, in- 
cluding the wives of some company 
presidents, he said. 

A better indication of the ability to 
pay might be found in the present ex- 
perience of hospitals with unpaid bills 
(the aged do better than any other 
group), in the amount of liquid assets 
available (the aged are again first and 
their lead is widening,) or in the atti- 
tudes of older people (in one survey 
80% said that if they got a $500 medical 
bill the next day, they could pay it in 
cash). 

In closing Mr. McDonnell predicted 
that in the coming decade pressure 
groups would continually try to extend 
present A&S legislation. He also saw a 
further growth in private plans, es- 
pecially in the area of automatic con- 
tinuance and convertibility. 





400,000 Policyholders 


Achievement of automation for all 
of the functions in the processing of 
ordinary life policies by Continental 
Assurance was announced to the Chi- 
cago press last week at the company’s 
home office by Joseph W. Glynn, vice- 
president and comptroller. Continen- 
tal is laying claim to the distinction 


Pees ees 





4 td yet 


Barbara Seward pauses in chore of 
keeping track of the magnetic tapes 
used to maintain the Continental As- 
surance data processing system. Only 
150 of the tapes, consisting of four 
“generations” of operating data and 
supplementary input information, are 
used to process the company’s 400,000 
ordinary life policies. The rest are 
specialized tapes used in year-end 
statements and for actuarial research 
of mortality, claims, premium and other 
studies. 


of being the first company to achieve 
100% electronic data processing, which 
means that all matters having to do 
with any of its 400,000 ordinary life 
policies are now handled by auto- 
mation. Hundreds of combinations of 
possibilities for the 900 or so plans of 
insurance are all handled from a sin- 
gle source area. 


Explains Notable Feature 


Mr. Glynn explained that the not- 
able feature of Continental’s move in- 
to EDP was that it was accomplished 
at a single stroke rather than by “phas- 
ing.” Most companies going into the big 
magnetic tape IBM 705 program start 
by transferring some single part of 
their punch card operations to mag- 
netic tape, usually beginning with such 


The key to the 
electronic data 
processing instal- 
lation at Continen- 
tal Assurance is 
the control console 
being worked by 
Albert Lambert, 
director of data 
processing, right. 
At left is Joseph 
W. Glynn, vice- 
president and 
comptroller, who 
directed the two- 
year transition 
from the old punch 
card system. In 
center is S. Charles 
Corte, assistant 
comptroller. 
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On Magnetic Tape 


simple items as billing or policy loans, 
then converting more and more of 
the operation as time goes on, but Mr. 
Glynn pointed out that, so far as he 
knows, no company has gone the whole 
way—that is, put every possible policy 
transaction on magnetic tape so that 
there are no punch cards left. That is 
what Continental has done, all at once. 

It took two years to make the transi- 
tion, Mr. Glynn said. The tape and 
card systems were run side by side for 
12 months to make sure everything 
was working smoothly. During this 
time a number of mistakes in the old 
system were uncovered and straight- 
ened out. Even after the switch was 
made to the tapes, for several months 
the card program was maintained as a 
safety measure, but now the tape 
reigns supreme. 


Could Double Load 


Reporters, who were treated to a 
delicious luncheon in _ Continental’s 
new handsome officers’ dining room, 
were told that the company could dou- 
ble the number of policies in force 
without having to add any clerical 
manpower, although the machines 
would have to be worked an extra 
shift. Fifty thousand new policies 
could be put on and it would require 
only 90 more minutes of running time 
on the tapes. 

Despite the presence of an IBM rep- 
resentative, Mr. Glynn retained a 
sense of conservatism about what EDP 
can do. The machines are fast, but the 
programing is slow. It takes time to 
get “this hardware” ready to produce 
an answer, he said. 

President Howard Reeder was host 
at the luncheon and _ spoke briefly 
about the frustrations Mr. Glynn and 
his staff underwent during the two 
years it took to get ready, officially, to 
push the first button. He said the 705 
installation will permit Continental to 
grow without the pain that growth 
has caused before. 


Castro Seizes Insurers 


Among 166 U. S. enterprises “nation- 
alized” by Premier Castro of Cuba this 
week there are reportedly 30 insurance 
companies. Following prior seizures of 
enterprises in Cuba, and up to this 
week’s action, U. S. insurer interests 
had indicated that they had no specific 
knowledge of the status of their op- 
erations in Cuba. 
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New CLU Building 
To Be Named After 
Dr. S. $. Huebner 


The new home of American Collex 
and American Society of CLU in B 
Mawr, Pa., will be called Heubner Haj 
in honor of Dr. Solomon S. Heubne 
founder of the CLU movement a 
president emeritus of American Cg, 
lege, it was announced during a time 
capsule ceremony at the campus site, 

Paul F. Clark, chairman of the co. 
lege and of John Hancock, presiding} 
officer at the event, said, “It is 
propriate that this building should hehf! 
to perpetuate the name of that gregf# 
teacher who has given so much 
himself to education and insuraneef) 
His writing, teaching and inspirationgf/ 
leadership are symbolized by the beadi 
uty and dignity of this building whiaf! 
bears his name.” 

Over 100 guests witnessed the cere 
mony, as representatives of major infi® 
surance and educational organization|} 
deposited documents in the coppehie 
time capsule. Some of the document 
will be microfilmed before being seale 
in the container, which then, in tun) 
will be sealed in concrete and house 
in the reception foyer of Heubne 
Hall until the year 2010. 

Articles presented for the time cap 
sule included the September, 196} 
issue of Journal of Insurance, the 196 
61 catalog of American College, th 
current edition of CLU Journal, th 
1960 Life Insurance Fact Book and; 
set of color slides showing the progres) 
of construction of Heubner Hall. 

Among the guests at the ceremony 
were members of the newly-appointe 
National CLU Development Council 
The council, organized this year t 
raise money for the CLU development 
fund, met the day after the ceremony 
to plan a program through which CLI; 
and friends of the movement may 
help underwrite the mortgage on the 
hall and finance the college’s expand- 
ing educational activities. 

Representing the council at the time 
capsule ceremony, William H. Andrew: 
Jr., chairman of its executive commit- 
tee and past president of American 
Society of CLU, presented a portfolio 
of newspaper pages submitted by 
council members from recent issues of 
their local newspapers. Each page, 
with the council members name on it, 
will be microfilmed for the capsule. 


Quincy Life Assn. Meets 


Highlight of the October meetin 
of Quincy (Ill.) Assn. of Life Under- 
writers was the review of Napoleo 
Hill’s book “Think and Grow Rich’ 
recorded by Earl Nightingale. Richard 
A. Hobbs of Miller, Castle, Freiburg 
agency, program chairman, presented 
the recording, in which Mr. Nightingale 
discusses 13 steps to riches (these being 
whatever the particular person wishes 
to attain) as the principles developed 
by Napoleon Hill. 

Donald B. Thomas, Equitable Life o 
Iowa, association president; Donald J. 
Robertson, Mr. Hobbs, Carl C. Colvin 
and Robert A. Godman, all of Metro 
politan, were elected delegates to at 
tend the midyear meeting of the state 
association being held in Peoria Nov. 4 
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“New York Life advertising is de- 
signed to present the kind of mes- 
sages that will create the sales 
climate in which you, individually, 
can do the best possible job. This is 
a major effort every year. Many of 
you have told us how advertising 
backs you up individually and per- 


tioning American youth to think fa- 
vorably toward New York Life. 


Stature with Prospects 


One agent tells the story of a parent 
who said: “Yesterday when my son 
read your advertisement, he under- 
stood for the first time what it is that 
Ido. Your ad gave me and my boy some 
common ground on which we could get 





of a man’s financial estate. Copy in 
these ads repeatedly asks, “How much 
life insurance is enough?”, and tells the 
reader that only his agent after a care- 
ful analysis of needs can answer that 
question. This ad series repeatedly 
drives home the message that “basic 
financial security is vital to every fam- 
ily and nothing provides it as surely, as 
quickly, as life insurance.” 


Opes 
1s thee right te buctd financial smeurity tater on 
cagerdions af future heath o accumsan! 


NEW YORK LIFE 


INSURANCE COMPANY 





Advertising that Helps Agents Sell 


a good man to know.” 


Agents Get Results 


The agent who does identify himself 
with the advertising gets results. Here 
are just two examples. Mack Ball, 
Nylic manager in Houston, Texas, 
writes: “Here are the results on our 
promotion of LOOK Magazine mailers 
with the Nylic advertisement: 119 re- 
prints mailed, 11 applications for $106,- 





t issues of together and discuss his plans for a 65 Million Copies 000 sold, 6 agents produced business. 
ach Past sonally.”” The words are those of pag Pea : _— This product series appears in Life, Almost $1,000 of business was sold for 
oan it R dC. Joh i : n 1s campaign received the Look, Post, and Time; such Sunday every reprint mailed. Needless to say, 
capsule. | Raymon . Johnson, vice presi- — ses rg ~ an supplements as This Week, Parade, we are all mighty pleased with these 
dent in charge of marketing, speak- U'Stancing ae ution to a better Family Weekly, and in some 50 daily _ results.” 
ets ing to the New York Life field force understanding of the American way of newspapers. Through these combined Bob Lewis, agent in New Jersey, 
» ae g - life. Also in 1959, for the seventh con- media each Nylic message is published writes that he had made an initial call 
‘fe Under secutive year, the career series of New in 65 million copies. on a prospect to sell Whole Life with 
Napoleon Here is one illustration demonstrating YOrk Life has been given recognition The prime purpose of the campaign the new Guaranteed Insurability Op- 
row Rich’f how the company’s advertising builds by The Saturday Review of Literature js to help agents sell. The agent is con- _ tion. He continues: “On the call back 
e. Richard prestige and creates a favorable sales 25 Weeding advertising in the tantly encouraged through sales pro- _the prospect mentioned that he had re- 
! a climate for Nylic agents. In answer to PUPS interest. motion and sales training to identify cently seen our ad in LOOK illustrated 
righti ef equests from parents, teachers, and Product Campaign himself with company advertising. Ev- _ with the hour glass. The close and the 
hese beingl Young people who have read the dis- ery ad carries a message in the logo- check for the annual premium fol- 
on wishes} tinguished career series ads, the com- But the career series is just one part type reminding the reader: “The New lowed immediately. The ad had helped 
develope pany has distributed more than 35 of the over-all New York Life adver- York Life agent in your community is to condition the prospect favorably.” 
“ll million booklets covering such careers ‘ising program today. The company 
ole Life j) °S doctor, lawyer, engineer, forester, points out there are 17 different cam- 
Donald J: : ; Se ci Sts paigns aimed at different markets and 
C. Colvin public relations man. Now in its eighth : ; 
. : ; telling a hard-sell story about different 
of Metro-f Year, this series has already presented : A : 
: Nylic products—ordinary life, group 
tes to af More than forty different careers. In . nel id 
* the state 1959 alone the company distributed 54 — on Cee eee 
ia Novi mini: y 2 and sickness insurance, and others. For 
a Nove" Million career booklets. special markets, copy and media are 
How does such a campaign help oy +e 
selected for the farmer, the employer, 
me ome Wie? "The answer comes from scores the business and professional sung The exciting story of people... what they do, what they 
on by Che of Nylic agents. They find the campaign Moat ininortant of the product series feel, what they want, what they think...an everchanging 
-esident df 8 distinctive, has stature with parents are those advertisements which ham- story told with warmth, understanding, and wonder. 
ancial ut-§ Who are currently among the best pros- mer away at the importance of ordi- 
pects for life insurance, and is condi- nary life insurance as the cornerstone Reaching into 16,850,000 households with a single issue 
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Agents Advised To Take More Active Part 


In Fighting The Replacement Problem 


Replacement problems, agency turn- 
over, the importance of supervisors 
and merits of permanent, “unencum- 
bered” life insurance, were the four 
subjects tackled by a panel of four 
prominent Chicago general agents at 
the October luncheon meeting of Chi- 
cago Life Agency Managers Assn. 

Utilizing the luxurious quarters of 
the University Club, the meeting drew 
a sizable crowd—despite the awesome 
competition of the final game of the 
world’s series. The faithful were re- 
warded, however, by an inning-by- 
inning report supplied by the club and 
relayed by Maturin B. Bay, Pruden- 
tial, the association’s president. 

Ober Is Moderator 

Robert F. Ober, North American 
Life of Toronto, was the moderator, 
and Daniel A. Kaufman, Northwestern 
Mutual Life; Freeman J. Wood, Lin- 
coln National Life; Henry Hunken, 
Connecticut Mutual Life, and Earl M. 
Schwemm, Great-West Life, were 
panelists. 

Mr. Kaufman said it is always ‘open 
season” on term; as it also is on per- 
manent life insurance. He said agents 
should take a more active interest in 
this problem of replacements. One of 
his clients recently cancelled $75,000 
of permanent life insurance, purchas- 
ing from a broker a term policy. Mr. 
Kaufman wrote his president and that 
of the broker advising them of this 
transaction. The latter thereupon 
made the broker give the case up; he 
did, but complained to his lost client 
that his home office just didn’t under- 
stand his “concept” of insurance. 

Quoting another case, Mr. Kaufman 
said a doctor had replaced $100,000 of 
insurance with two other companies. 
When contacted, the doctor said he had 
simply wanted “newer” policies. 

His own brother had been ap- 
proached by a man who described him- 
self as a “specialist,” Mr. Kaufman 
noted. This man advised his brother 


to cash in all of his policies over 10 
years old and purchase new ones. 

The problem of replacements pri- 
marily stems from a failure to disclose 
vital statistics about those policies 
currently in force, the speaker said. 
Agents must set up some ground rules 
and make sure they’re followed. 

Mr. Wood noted that during the past 
decade company field forces had in- 
creased 70% and the in force total 
had increased some 254%. These are 
happy statistics. But they are not the 
whole story. 

Many “outsiders” are moving into 
the business, Mr. Wood stated, and he 
showed and quoted some stock market 
advertisements. These stressed the 
retirement angle and suggested the 
best way to achieve an early and 
satisfactory retirement was through 
the purchase of stocks. Mr. Wood said 
a slogan for this type of thinking might 
be “Buy term and lose the difference.” 

The caliber of men in the business 
must be improved. Mr. Wood said his 
own agency had had good results by 
hiring only those men who had come 
from personal contacts. No men were 
acquired through newspaper advertise- 
ments or employment agencies. 

Lists Qualifications 

The men he hires must be fully 
educated, have drive, enjoy a present 
market, and possess the ability to 
maintain that market, Mr. Wood 
stated. Further, the entire agency must 
approve of the man; he must be a man 
one is not ashamed to go to lunch with. 
His home environment must be good; 
not only is his wife talked to, but 
also his sisters, brothers, friends, etc. 

After all this is satisfactory, one 
further test must be passed by the 
prospective new man—a professional 
selector must approve of the man. This 
test takes about half a day, costs 
around $80, and is essential, Mr. Wood 
opined. 

He concluded by saying that a good 





congratulations 


SIXTEEN YEARS NINE YEARS 
Finck Dorman M. A. Kennedy 
Nate Kaufman A. M. Klinefelter 
FIFTEEN YEARS D. E. Plunkitt 
Jim Fusco E. Lowell Rife 
Ernest Herzog 
E. T. Russell EIGHT YEARS 
FOURTEEN YEARS J. H. Ardrey, dr. 
Francis Davis John Botti 
D. R. Johnson R. A. Mitchell 
THIRTEEN YEARS  W- H. Plymate 

: V. C. Reed 
Louis M. Carr ore dena 
ELEVEN YEARS sali 
E. K. Druart SEVEN YEARS 
Russell Farmer Guy Fairfield 
C. B. Ingram, Jr. W.A 
A. R. Meyer sihied 
TEN YEARS SIX YEARS 


James B. Lee 
Joe Rowekamp 
M. J. Shanley 


Harry Fleenor 
Curt McClelland 
Ken Sheppard 





WALTER H. HUEHL, President 
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INSURANCE 


A Mutual Company -.Founded 1905. 


WQZA\ WINNERS 


“Quality” has been our goal since organization. We congratulate our winners 
of the coveted National Quality Award honor. 


ARNOLD BERG, C.L.U., Agency Vice-President 


FIVE YEARS Tom O'Haver 

H. O. Dean F. D. Patterson 

M. E. Race Don Remington 
Ruth Russell 

R. J. Schwab ONE YEAR 
David Gallagher Gene Bennett 
FOUR YEARS Carroll Bryant 
Gene Tharpe C. J. Hynes 

Marion Henry Charles Keaton, Jr. 
J. Ronald Scharer Carl Luken 


Noel Manning 
Everett May 

W. R. Neis 

F. J. O'Leary 
Robert Stallard 
John Simms, Jr. 


Lloyd Sellers 


THREE YEARS 
Edward Biering 
Harold Howenstine 
Glen Macaux 
Gordon Meisner 


Hayden Parker oe 
Jack Peckinpaugh Roy L. Vinson 
TWO YEARS Jack Watson 
Richard Carey Don Wendt 
Louis O. Carr Howard Wallin 
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OPPORTUNITIFS 
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Agency Managers 
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agency force reduces supervision, since 
good men do not need supervision. 
Mr. Hunken said one hears a good 
deal about general agents—their hiring 
and firing—but not enough about 
supervisors. These are an important, 
but often neglected, segment of an 
agency. They should be given every 
opportunity for advancement. 


Should Take Best Job 


However, Mr. Hunken said, if a su- 
pervisor has a better job offered him, 
he definitely should take it. But if so, 
talk to the general agent about it. He 
told of one of his own supervisors who 
had been offered a better job. He ad- 
vised Mr. Hunken of this, Mr. Hunken 
agreed that it was a better job, and 
wished him well. This is the way to do 
it, the speaker said—above board and 
nothing sneaky. 

Mr. Schwemm said agents should be 
entirely sold on the merits of perma- 
nent life insurance no matter what 
shape the national economy may be in. 
He is not against other forms of in- 
vestments per se, but only when they 
are urged as a substitute for perma- 
nent life insurance. 

The speaker said other forms of 
investment often use the slogans of 
life insurance without its guarantees. 
He quoted an advertisement which 
advised the reader to buy stocks to 
send junior to college. Mr. Schwemm 
asked how this would be possible if the 
breadwinner died tomorrow. 

Life insurance is a unique invest- 
ment, different from all other forms, 
he said. The agent must resist classify- 
ing life insurance with any form of 
investment. There is no need to apolo- 
gize to those people who insist on cry- 
ing out against high interest rates— 
everything else has gone up, and most 
of it much higher, in terms of percent- 
age. 


Create Favorable Climate 


Selling is primarily a matter of cre- 
ating a favorable mental climate, Mr. 
Schwemm suggested. And while the 
temporary license fight seems to be a 
“lost cause,” the agent should fight 
as hard as he can for higher educa- 
tional standards for prospective agents. 

Director Gerber was on hand and 
made a few remarks. He noted that an 
unfair practices act was put through 
in the last session. He said this was a 
good thing, but that he is against too 
much regulation. He agreed with Mr. 
Schwemm that higher’ educational 
standards for new agents were a must 
and that only the agents themselves 
can get this passed. They must con- 
tinue fighting for favorable legislation 
and the best place to be in any such 
case is always within the individual 
associations. 

A special feature of the meeting was 
the distribution to members of Gen- 
eral Agents & Managers Conference’s 
new Statement of Principles. This doc- 
ument replaces the Conference’s Code 
of Ethics and was very well received 
by those in attendance. 
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Summer Sales Drive Of 










Manhattan Life Totals .. ™ 
$64,680,626 Paid-For it. 1, 





For the third successive time in Man. 
hattan Life’s annual Fordyce summe 
sales campaign, the field force bettere 
$60 million of paid-for business, with 
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a total in June, July and August opéent hin 
$64,680,626. Julian Barton, Bever} geal 







Hills, won three awards for first in 
ordinary volume nationally and in th 
western territory, and for first plac 
in ordinary lives nationally. 

Harold L. Regenstein, New York 
won the plaque for national leadership 
in pension trust volume and Basil An, 
derman, Los Angeles, led in group life 
sales. 

The Grosten agency, Los Angele 
won four plaques for first nationally v 
in ordinary volume; group life volume Office 
pension trust volume and for leading M 
in ordinary in division 1. The Gilbergy™ 4 
agency, Jamaica, N.Y., received the) Philip 
plaque for second nationally in ordin~priando, 
ary and the Ranni agency, New Yorkphairman 
took the award for second in group lifepommittec 

Leaders in general agents persona! the | 
production were Jack W. Gillespieptought | 
Memphis, ordinary volume; D. W. Readpeatly 80 
Jackson, Miss., ordinary lives; Clarence Vice-ch 
Spencer, Trenton, pension trusts, anipommittec 
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How disability insurance can be 
used in the business buy and sell 
agreement was discussed by William 
Harmelin, supervisor of Continental 
Assurance at New York at the regular 
monthly luncheon of New York City 
Life Underwriters Assn. 

Mr. Harmelin’s talk, a very com- 
prehensive treatment of the use od 
disability coverage as a companion to 
life insurance in the buy and sel 
agreement, is necessarily a long one 
because of the complicated nature of 
its subject. Mr. Harmelin has given 
the talk on several occasions through- 
out the country, and it is testimony 
his listeners’ interest in the subject 
that, when time ran out for him during 
this meeting, they voted to have him 
return for a future meeting to finish 
it in greater detail. 

Mr. Harmelin was recently the 
speaker at a meeting of Life Under- 
writers Assn. of the Bahamas, and 
while in Nassau was also a speaker at 
the annual convention of Southwest 
Life. 


Commerce Declares 11.7% Dividend 
Commerce of Chicago has declared 
an 11.7% dividend on its “President’} 
Participating Investment Plan,” a spe Cicero h 
cial policy. The company is also al PO 
creasing to 44% the guaranteed it Chicago 
terest rate on all dividends, contrac}, °"" 
coupons and advance deposits left with llinois 
the company. . 
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Prvor Would Like To 
‘oe Newton ALC Talk 
t Out As Pamphlet 


The talk that Blake T. Newton Jr., 
xecutive vice-president of Institute of 
ife Insurance, gave before the Agency 
ection during the recent annual meet- 
ig of American Life Convention in 
nicago “could well be the basis of a 
mecial pamphlet, printed by NALU 
nd distributed to the home office 
xecutives,” according to William H. 
yor, Connecticut Mutual Life, Wau- 
atosa, Wis., former chairman of the 
‘ALU agents’ activities and field 
ractices Committees and long a wheel- 
orse in the Milwaukee, Wisconsin and 
ational associations. 
Mr. Newton’s talk, printed almost in 
]l in THE NATIONAL UNDERWRITER of 
ict. 15, Made a strong case for the 
ped of conditioning the public by all 
ailable means to a more favorable 
ititude toward the agent, instead of 
= “—_ paving SO much of this function to the 
August off gent himself. 
1, Beverly Concerning the course suggested by 
or first inf! Newton, Mr. Pryor wrote THE Na- 
and in theft0NAL UNDERWRITER: “If the compa- 
first plac: ies would recognize that this is prob- 
bly the soundest approach to the so- 
tion of all the troubles between home 
ffice and field forces, we would have 
0 problems such as those that have 
aused so much loss of time and words 
d understanding over the past sev- 
ral years.” 
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revoumsificers Of NALU Unit 


Le cipefon Membership Named 
ceived the =. A. Hoche, Kansas City Life, 
> in ordinptiando, Fla., has again been named 
New York#hairman of -NALU’s membership 
group life ommittee. Mr. Hoche was. chairman 
s personal bof the 1959-1960 committee, which 
Gillespie brought NALU to a record level of 
>. W. Readpearly 80,000 members. 
s; Clarence Vice-chairmen of the membership 
trusts, and ommittee are NALU Trustee William 
helle, N.YE . Gatling, Jefferson Standard, Nor- 
olk, and Harry R. Pinney, Bankers 
ife of Nebraska, Oakland, Cal. 
This year, in order to achieve greater 











Jacksonville, Fla.; area II (Delaware, 
District of Columbia, Maryland, North 
Carolina, Virginia and West Virginia), 
Paul J. Murphy, Baltimore Life, Balti- 
more; area III (Connecticut, New Jer- 
sey, New York and Pennsylvania), Ar- 
thur R. Kapner, Connecticut Mutual 
Life, Albany; area IV (Maine, Massa- 
chusetts, New Hampshire, Rhode Island 
and Vermont), Thomas K. Egan, 
John Hancock, Rutland, Vt.; area V 
(Illinois, Indiana, Michigan and Ohio), 
Frank W. Howland, Massachusetts Mu- 
tual, Detroit and area VI (Alabama, 
Kentucky, Mississippi, and Tennessee), 
Robert S. Clayton, Liberty National, 
Mobile. 

Also, area VII (Arkansas, Louisiana, 
Oklahoma and Texas), Clyde A. Con- 
naughton, Metropolitan Life, Shreve- 
port, La.; area VIII (Iowa, Kansas, Mis- 
souri and Nebraska), Thomas V. Fitz- 
gerald, New York Life, Clayton, Mo.; 
area IX (Minnesota, North Dakota, 
South Dakota and Wisconsin), J. Peter 
Devine, Occidental of California, St. 
Paul; area X (Colorado, New Mexico, 
Utah and Wyoming); Ralph J. Hill, 
Beneficial Life, Salt Lake City; area XI 
(Arizona, California, Hawaii and Neva- 
da), Earle L. Patten, New England Life, 
Fresno, Cal.; and area XII (Alaska, 
Idaho, Montana, Oregon and Washing- 
ton), Robert F. Merz, Manhattan Life, 
Spokane. 

In charge of membership liaison with 
the NALU committee of women under- 
writers is Ethel Karene, Union Central 
Life, New York. 


Old Republic Life of Chicago in the 
nine months ended Sept. 30 had sales 
of $2,144,053,3893. This was 11% more 
than the $1,925,U083,852 written for the 
same period in 1959 





NEW UP-TO-DATE 
HANDBOOK OF MICHIGAN 


A new Underwriters Handbook of 
Michigan has just been published by 
The National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance in this state. 
Copies of the new Michigan Hand- 
book may be obtained from The Na- 
tional Underwriter Co., at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
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Chicago Life Assn. 
Takes Strong Stand 
On Standard Oil Plan 


Standard Oil’s credit card travel ac- 
cident insurance plan has now acquired 
another severe critic in Cicago Assn. 
of Life Underwriters, which has a 
membership of more than 2,000 and 
is the second largest life association in 
the country, being exceeded in size 
only by New York. 


Primary Objection Told 


The primary objection by the as- 
sociation is that it feels the selling of 
insurance by mail is aidservice to the 
customer. The association contends 
that the public is being deprived of the 
professional services of the life agent; 
the buyer cannot get the proper advice 
on the cover, or the limits or what they 
mean. The buyer usually cannot tell if 
the price is right or if the coverage fits 
in with what he needs or if it is coor- 
dinated and integrated with his other 
coverages. These thoughts were incor- 
porated in letters to Standard Oil and 
Bankers L.&C., the underwriting com- 
pany. 


one of the 
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The initial move by the association 
is in the form of a broadside type re- 
production mailed to the members con- 
taining copies of all correspondence 
between the association board, Stan- 
dard Oil and Bankers L.&C. 

Following explanatory remarks, the 
‘message with the broadside reads: 
“ |. . Frankly, we don’t feel that the 
replies have answered our questions. 
A letter has been written to Bankers 
L.&C. under date of Oct. 5, and we are 
awaiting their reply. Your association 
feels that the merchandising of travel 
accident insurance by Standard Oil is 
an unjustified and unwarranted in- 
vasion into the proper field of the life 
underwriter.” 


Two Questions Asked 


Two of the questions which the as- 
sociation asked the oil company and 
the insurance company are: “Who is 
the licensed agent of record in con- 
nection with each purchase of a dis- 
service policy?” and “To whom will 
commissions on each policy be paid?” 
The association board feels that the re- 
plies from Standard Oil have side- 
stepped a direct answer by referring 
the life agents to Bankers L.&C. 





Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 






At eographic equalization, NALU’s mem- 

Luella tosiead cf 10 ss in vast yoore 

e can bessuming area leadership are: 

y "Wier and South Carolina) Wink, | Tome, Soest S 
— Parker, Independent Life & Accident, 

York Ch} The Federal Man has increased his income with 
very com ithe recent addition of the new Federal Life 
mpanion  ualified Risk Plan which now makes it 
Jong om} possible for former heart, cancer, and 

has sivt diabetic patients to purchase Accident 
timony a & Health Insurance. If you would 

im aur like to increase your income 
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Cantial Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes 


at the expense of financial security 


DES MOINES 6, 
. . « but not 


ASSETS 


1OWA 


$175 Million 


SURPLUS | $14% Million 
INSURANCE | $620 Million 
IN FORCE 
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Says Doctors Should Not Be Made 
Scapegoats In Medical Care Abuses 


When the money to pay bills for formulated article 13A of the New 
health care does not come directly York workmen’s compensation law to 
from the patient’s pocket but from an correct WC abuses and which devel- 
insurer, the patient is willing to pay a oped the state insurance code section 
higher fee, and the type of doctor who 9C, dealing with voluntary doctor care 
is not bound by “ground rules” goes coverage. 
the limit, in the view of Dr. Frederic Dr. Elliott believes that there is a 
£. Elliott of Brooklyn, N.Y. Dr. Elliott certain percentage of undisciplined 
‘was chairman of the committee which persons—patients or doctors—who fog 


ing is not a part of the doctors’ pra 
tice. If pressed for opinion or intg 
pretation of a contract, he will invaj 
ably side with his patient. This jg 
general instinct when the interests 
an individual and a corporation are 
conflict. 

There was a time when the quaj 
of doctor care varied within the 4 
ferent environments of practice, 
this is no longer true, in Dr. Elliod 
view. Modern medical education 
training have become standardized, 
the same need is met with the 
knowledge and skill everywhere, gj 
nse ject only to the difference inherent j 

individual abilities. 


the climate of medical care insurance. 
They provide a bad example for still 
others who are tempted to “get away 
with excessive fees.” 


Look At Others’ Conduct 


Before the doctor is cast in the role 
of a villain, it might be well to survey 
the conduct of others, particularly in- 
surers, with respect to their motives, 
their contracts and their methods, he 
said. The idea that doctors can and 
will police badly drawn contracts to 
protect the interests of insurers will 
never come up to expectations. Polic- 
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AT 
KANSAS 
CITY 
LIFE... 
AND 
IN HIS COMMUNITY, 
THE AGENT IS 
KEY MAN eS 


Charles F. Fox of Charleston, West Virginia has found 
“At Kansas City Life, the Agent is Key Man.” 





_— 


KANSAS CITY LUNE 


Home Office/ Broadway at Armour/Kansas City, Mo. 
Representedin 41 States andthe District of Columbia 





Ma. FOX is a member of 
Kansas City Life’s President’s 
Club, having qualified every year 
since his discharge from the 
Armed Forces in 1945. He has 
been Company leader two years 
in paid premiums and two years 
in average size sale. The National 
Quality Award has been his 
eleven times, and he is a Life and 
Qualifying member ofthe Million 
Dollar Round Table. 


His is a family of agents for Kan- 
sas City Life in West Virginia. 
The late W.L. Fox, his father, was 
a Kansas City Life agent from 
July 1, 1926 until his death on 
August 2,1953. His brother, W.L. 
Fox, Jr., and his sister, Mrs. Alice 
K. Bruner, are currently mem- 
bers of Kansas City Life’s Presi- 
dent’s Club. 


At Charleston, West Virginia, his 
many Civic activities have made 
Charles F..Foxa“Key Man” in his 
community as well as at Kansas 
City Life. 


We salute this man and his fam- 
ily who have proved once again 
that “At Kansas City Life, the 
Agent is Key Man.” 


AT 


INSURANCE 
COMPANY 





Specific Contracts 


Standard nomenclature now mak 
possible the identification of a servi 
which provides for further progress; 
the specification of “insured benefit 
The more specific and the less y 
the terms of contract, the less oppo 
tunity for abuse, he noted. 

Dr. Elliott thinks the day is 
when doctor-care contracts should ¢y 
tain coinsurance and _  deducti 
clauses. They are unnecessary to 
trol honest persons, and they y 
not restrain others. 

The major medical contract is 
other misadventure, in Dr. Ellig 
opinion. If contracts are written 
look like Christmas trees, loaded wi 
gifts, it must be expected that 
will be raided by patients and 
doctors. These contracts are gilt-e 
invitations for claims implying 
even ordinary care is unusual 
properly entitled to extraordinary 
efits. 

Up to the present, A&S and simi 
contracts have undertaken the im 
sible task of providing a doctor 
contract which is not susceptible 
abuse. Too many think that d 

(CONTINUED ON PAGE 18) 

























Mo. Fraternal Congress 
Elects Mrs. Thurman 


President At Annual 

ST. LOUIS—Mrs. Etta S. Thurmg 
Supreme Forest Woodman (Ci 
Richmond, was elected president Mi 
souri Fraternal Congress at its ann 
meeting here. 

Other new officers are Miss 
Kampman, Catholic Knights of Am 
ica, St. Louis, 1st vice-president; R. 
Hanneman, Aid Assn. for Luther 
Florissant, 2nd _ vice-president; 
Naomi Brownstone, Woman’s Ben 
Assn., 3rd vice-president; Earle Ku 
ner, Woodmen of the World of Om 
St. Louis, 4th vice-president; Cecil 
Rauh, Aid Assn. for Lutherans, Pe 
ville, treasurer, and Louis Frayli 
Woodmen of the World of O 
Kansas City, captain of the guard. 

Next year’s meeting will be held 
Jefferson City, Oct. 20-22. 


|[+Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Rolph 4. Coll 


30 N. LaSalle St. Chicago 2, I 
Financial 6-9792 


| Professional Services On 
* RATE BOOKS + 
Planning — Page Designing — Preparation 


Proof Reading — Production — Covers 
FAST © ECONOMICAL 
DUNCAN anp COPELAND, INC. 


1038 W. Peachtree St., NW ¢ Phone TR 
Atlanta 9, Georgia 
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The Equitable Life of Robert E. Bowlus 


in Baton Rouge, La. 
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When the YMCA became obsolete, 
he helped to raise $1,200,000 for 
a new one. Serves on Chamber of 
Commerce committees. And is a Ki- 
wanian, privileged member status. 








Bob Bowlus, CLU, has a lot of interests—includ- 
ing wife Martha, daughter Ann, steak and out- 
door cooking. (Son Bill, 8 months, is shown below 
with the maid.) 


He sells, too. Here, with employ- 
ees of an Equitable group client, 
Bob looks at a Baton Rouge oil 
refinery. Many of Bob’s clients are 
men who serve side by side with 
him on community projects. 





A Man’s Prestige some- 
how goes hand in hand with 
the prestige of the company 
he represents. This is why 
Bob is proud to be a life un- 
derwriter for Equitable. It is 
a full life. And a rewarding 
one. Living Insurance is 
more than a need...it’s 
a career! 





He served on the committee which 
built this New Trinity Episcopal 
Church. Headed an 11-parish drive 
for Radio Free Europe. Works with 
the United Givers Fund. 


Home was built in 1947, a year after he joined the 
Paul J. Gelpi Agency of New Orleans. He has been 
adding extensions (and clients) ever since. Sales 
activities include Group Business, Pension Trusts, 
Assured Home Ownership, and Salary Savings. 


THE quita e LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Home Offices: 393 Seventh Avenue, New York 1, N. Y. ©1960 


Tune in The Equitable’s Our American Heritage, Friday, December 2, NBC-TV. 








Challenge Deduction 
Ot A&S Cover On 
Worker-Stockholder 


The deduction as a business expense 
of premiums paid by a corporation on 
disability income policies for the ben- 
efit of employes who are also stock- 
holders has been disallowed by an in- 
ternal revenue auditor in a case in Co- 
lumbus, Ind. The auditor has further 
treated the premiums paid as a div- 
idend distribution to the employe- 


HieNATIONAL UNDERWRITER 


stockholders, thus creating a double 
taxation situation. 

The coverage consisted of two $400 
a month disability income policies on 
two brothers, principal stockholders in 
a small corporation. The policies carry 
a rider providing $30 a day hospital- 
ization benefit and $5,000 accidental 
death. The corporation paid the pre- 
miums. The benefits are payable di- 
rect to the stockholder employes. Only 
that portion of the premium for the 
health insurance coverage was deduct- 
ed as a business expense, the ad- 
ditional premium for the accidental 








EVEN IF 
YOUR 
CLIENTS 
ARE OVER 
100... 


They're Not Too Old for 
Guardian's NC-23 
Hospitalization Plan! 


One month after we passed our 100th Birthday, we issued 
our new NC-23 Senior Hospital and Surgical Expense 











Policy to three women* older than The Guardian! That’s 
dramatic proof of our “no age limit” policy on this pace- | 


setting plan. 


NC-23 is the plan your over-60 clients need. It is the 
only Senior Hospitalization Plan with all these features: 


% Non-Cancellable 


% Guaranteed Renewable for Life 


% Guaranteed Premium 


It’s the policy with many exclusives, few exclusions. Choice 


of three benefit plans. 


For more information, call or write your Guardian 
Manager for a copy of PUBLICATION 482. 


*Names on request 


The GUARDIAN Life Insurance Company 
OF AMERICA 


Park Avenue South at 17th Street, New York 3, New York 











death benefit was not deducted. 

The corporation has filed an appeal 
but is undecided how far it will carry 
it in view of the fact that the total tax 
involved over a three-year period dis- 
allowed amounts to only $1,000. 

Indianapolis tax men and company 
officials are following the case closely. 
R. W. Osler, president Underwriters 
National, observed that it is common 
to cite revenue ruling 58-90, IRB 1958- 
11, 12 as authority for the deduction of 
such premiums; “however, what. is 
often overlooked is that the example 
used in this ruling stipulates that the 
employe is not a stockholder. 

“It is also argued that the Casale 
case establishes a principle on which 
deductibility of such premiums can be 
based, and, more recently, Ernest, 
Holderman, and Collet (19 TCM 42) 
has been cited as applying. However, 
neither of these is a case in exact 
point, and no one has been able to give 
me one that is. Therefore, if the Co- 
lumbus case is litigated, it will be im- 
portant. 

“Meanwhile, I wouldn’t allow a cli- 
ent to deduct such premiums—as 
know many good agents advise—with- 
out at least warning him that he may 
have to fight IRS over it. It’s possible 
he can win the case; but until someone 
wins one and the commissioner ac- 
quiesces, the safer plan in employe- 
stockholder situations is to increase 
the employe’s salary so he can carry 
the coverage himself. When he does, he 
can also deduct all benefits paid, not 
just $100 a week. Depending on tax 
brackets involved, this may be a better 
‘break’ than deducting the premiums 
anyway.” 


Bennington Is Speaker At 
D. C. Life Agents Meeting 


The life insurance industry, particu- 
larly the life agents in it, constitutes 
a mainstay of the American way of 
life, George A. Bennington III, vice- 
president of Penn Mutual Life, said at 
a luncheon of District of Columbia Life 
Underwriters Assn. 

Agents, Mr. Bennington said, have 
no 8-hour day, no 40-hour week. They 
are presented with a “tremendous 
challenge,” and yet a “wonderful op- 
portunity” to confront and oppose the 
idea of Americans’ getting ‘something 
for nothing” and facing up to the dam- 
gers of communism, fascism and so- 
cialism. 

During the meeting, 17 members of 
the local association were presented 
with their CLU designations. 

Aid Assn. For Lutherans 
Has New Juvenile Plan 

Aid Association for Lutherans has 
introduced a new plan of juvenile in- 
surance known as “Youth Expander 
Special.” It is a permanent plan avail- 
able to youths between ages 0 to 10. 
The initial amount is $2,500, which 
increases to $5,000 from ages 16 
through 21, and to $10,000 thereafter. 
The initial premium is $11, with in- 
creases at ages 16, 22, and 27. Insured 
may begin paying the ultimate gross 
premiums anytime between ages 22-27. 


Describes HIC Activities 

Vernon Fyke, assistant vice-presi- 
dent Postal Life & Casualty, spoke of 
the activities of the Missouri commit- 
tee of Health Insurance Council at the 
October meeting of Life, Accident, 
Health & Hospitalization Service Assn. 
of Kansas City. W. J. Miller, counsel 
Security Benefit Life, described the 
activities of the Kansas Health Insur- 
ance Council. 

The meeting was presided over by 
Robert Crosswhite of Old Security Life. 
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Stricter Standards 
Needed In Selectin, 
Agents: Williams 
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A plea for closer attention to 4, Inte! 
problems of agents was voiced }j defend 
Frank O. H. Wy force ¢ 

liams, senior yjg ami, Si 
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necticut Gener, Wellen 
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Convention at 
annual meeting 4 
Chicago. 

“Accolades ayy 
acclaim are ingy 
ficient,” he 
“When they a 
earned, theyag | 
motivating and useful, but cannot 
substituted for doing the managemey 
job.” 

Although much has been accop, 
plished in recruiting new agents, “they 
has not been enough in the way of e 
couragement of demands from top ley 
for finding and _ attracting bett 
agents,” he said. “The addition of og 
good man enhances the stature of ; 
good agents; the failure of one ma 
who never belonged in the business; 
a severe blow to the prestige of all wh 
do.” 

What is needed is top-level respon 
sibility for the adoption of standari 
so rigid and stringent that a man} 
hired only if there is a preponderang 
of evidence favoring his chances fj 
success. 

“However,” Mr. Williams said, “b 
fore there can be high standards fy 
agents, there have to be higher stané 
ards for the men who select them. ¥j 
need more and better general agen| 
and managers. Is it not true that the 
has been too much substitution of p 
tential promise for proven perform 
ance in appointing field managemen| 
Have we not too frequently substitute 
hope for judgment?” 

Mr. Williams also called for mo 
direction from the top in evolving 
realistic career for the agent. Pog 
training, poor supervision, “have 

















Frank O. H. Williams 





D. J. V 
What’s 
ask? 

If thi 
the pub 


North 


Recor 


A ne 
$659 mi 
Donald 
Mutual 
of trus' 
high of 
and 196( 
ber sales 
last yeal 

New 
months i 
gage lo 
million 
ing ana 
from the 
“Contra 
that the 
off,” Mr 
perience: 
them.” 

He al 
rate of 1 
investme 
should n 
income f 
at $446.4 
ayear ag 

Insura 
totaled 
months. 
cies sold 
$11,697. 


Occide 
Has 3r. 


Occide: 
of indivi 
first thre 
ahead of 
Group lif 
gains, up 
increased 

Total s 
223,238, a 
dividual 
$22,057,23 
915, an a 
Vidual Aé 
up $898, 4: 


Americ 
duced pre 
hewable, 
Plans, De; 
age, the 1 
171%, 





plans and procedures “also have | 
to the tolling of the bells for many 
man passing into the oblivion of 
‘has-been,’ ” he said. 

“The responsibility for making sur 
that an agent is effective in front 
people rests squarely in the lap of 
home office,” said Mr. Williams. “Thi 
responsibility can be discharged onl 
by the selection of strong field ma 
agement, by setting standards and it 
sisting that these be lived up to.” 

Mr. Williams told the meeting th 
there are not enough good agents ty 
day. The distribution and number 
agents in the United States roughl 
parallels that of medical doctors. 

“Thore is a much-discussed shorta 
of doctors,” he said. “There is not 
much-discussed shortage of 00 
agents. Perhaps that is the one reas 
why on? out of every three Amef 
cans ha:! no legal reserve life insu! 
aree at all.” 





New Officers At San Antonio 

W. G. Noble, American General Lif 
is the new president of San Antotl 
Assn. of Life Underwriters, succeedil 
Forres Wood, who has become % 
president of Tower Life. Robert 
Hemmick, Massachusetts Mutual, is } 
vice-president; Maxwell M. Herbé 
Texas Life, 2nd vice-president; Robé 
R. Arbogust, Prudential, secretary, 4 
Gilbert C. Langholz, John Hancot 
treasurer. 
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LIFE INSURANCE EDITION 


Defends Wise Use Of Term Against 


Permanent Cash Value Enthusiasts 


Intelligent use of term insurance is 
defended in a circular letter to the field 
force of American Bankers Life of Mi- 
ami, signed by Donald J. Wellenkamp, 
supervisor of field service. Says Mr. 
Wellenkamp: 


Periodically over the years there ap- 
pears to be a crusade against term in- 
surance. A group 
dedicated to per- 
manent cash value 
policies whips it- 
self into a froth 
every so often and 
saturates the at- 
mosphere with 
speeches and ar- 
ticles expounding 
the evils of term 
insurance. Seldom 





is heard a word in 

as, Wellenkamp defense of the level 
Be term policy. 
What’s so wrong with term, I humbly 


ask? 
If this kind of coverage were not in 


4 the public interest, I have enough faith 





Northwestern Mutual Sets 
Records In First 9 Months 


A new nine-month sales record of 
$659 million was reported by President 
Donald C. Slichter, of Northwestern 
Mutual Life at the quarterly meeting 
of trustees. The former nine-month 
high of $640 million was set last year 
and 1960 sales top it by 3.01%. Septem- 
ber sales of $70.3 million are 8.4% above 
last year’s September. 

New investments for the first nine 
months include $137.7 million in mort- 
gage loans and real estate and $77.5 
million in securities, and are produc- 
ing an average gross yield of 5.87%, up 
from the comparable 1959 high of 5.46. 
“Contrary to the opinion held by many 
that the demand for housing funds is 
off,’ Mr. Slichter noted, “we have ex- 
perienced a continuing demand for 
them.” 

He also commented that the 1960 
rate of return on Northwestern’s total 
investments is approaching 4.25% which 
should net over 3.7% after taxes. Total 
income for the nine-month period stood 
at $446.4 million, up $19.2 million from 
ayear ago. 

Insurance in force as of Sept. 30 
totaled $10.29 billion, up 5.5% in 12 
months. The average size of new poli- 
cies sold in the first nine months was 
$11,697. 


Occidental Of California 
Has 38rd Quarter Gain 


Occidental Life of California’s sales 
of individual and group life for the 
first three quarters of 1960 are 9% 
ahead of the same period last year. 
Group life sales recorded the greatest 
gains, up 39%, while individual sales 
mMcreased 2%. 

Total sales on Sept. 30 were $1,460,- 
223,238, an increase of $126,383,314. In- 
dividual sales were $1,088,431,323, up 
$22,057,237. Group sales were $371,791,- 
915, an advance of $104,326,077. Indi- 
vidual A&S premiums were $6,106,680, 
up $898,488. 

American Life of New York has re- 
duced premium rates on its yearly re- 
Newable, five-year and 10-year term 
Plans. Depending on the plan and issue 
age, the reductions range from 8% to 

0. 


in the industry to believe that all 
major life insurance companies would 
not have the plan in their rate books. 


Not Cheating Clients 


You have not cheated your client 
when you sell him a term policy. He 
is getting his money’s worth. Being 
neither an actuary nor a mathemati- 


cian, I can only guess that any two 
policies in a rate book are probably 
mathematically equivalent—for their 
rates are based on the same mortality 
table and the same interest assumption. 
And they certainly will do the job 
for which they were designed. 


Insufficient Income 


Granted most folks would like to 
accumulate a fat cash value. But some 
simply do not have sufficient income 
to own enough permanent insurance 
to cover their needs. Suppose a 35- 
year-old business man needs $30,000 


of protection but can only put a couple 
of hundred dollars a year into a life 
insurance policy right now. He can 
cover the situation with 10-year term. 
For the same premium he could buy 
only $10,000 whole life. Would our 
dedicated permanent-plan friends in- 
sist on selling whole life to this man? 

This is not to be construed as 
encouragement to write term. Let’s sell 
intelligently, and don’t be afraid of 
term in those cases where it is called 
for. Use the permanent plans where 
they fit the situation, and sell term 
where it is needed. 
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Since 1886 


Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 2507 over 
the first four months of 1959. 

At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


NORTH APdHRICAN CiORPANyY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET > 


Operating in 48 states and District of Columbia 


CHICAGO 4 « ILLINOIS 
Now over $700,000,000 in force 








LOOK HERE !.. 









> Vested renewals 


Home Office 


company 


JOSEPH DICKMAN, 


With a proven sales record, and if living in 


one of the Provident States*, we may have 


WHY NOT 
HAVE?.. 


> Your own general agency 
> Top commissions on 
personal production 


> Competitive policies 

> Powerful sales brochures 

>» Tops in support from 

> Growth with a growing 
Write in strict confidence to: 


Agency Vice President 


PROVIDENT LIFE 
INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 


just the opportunity you are looking for. 


x 





*“<THE PROVIDENT 
STATES” 
Minnesota - Wyoming 
South Dakota - Idaho 
North Dakota - Utah 
California + Oregon 
Washington - Arizona 
Colorado + Nevada 
New Mexico » Montana 


ACCIDENT 
LIFE » HEALTH 





HieNATIONAL UNDERWRITER 
Chicago CLUs, Life Association Meet 


















of Chicago CLU chapter and Chicago Assn. of Life Underwriters which drew 
about 400 persons. Also, 11 diplomas were awarded in agency management. Coy 
G. Eklund, vice-president and assistant to the president Equitable Society, was 
guest speaker. He is a CLU. Program chairmen were William D. Davidson, 
Equitable Society, and William McKechney, Northwestern Mutual Life, 1st vice. 
president of the Chicago association. Shown in photo are, from left, Odd Meyer 
Jr., Equitable Society, president Chicago CLU chapter; Mr. Eklund; Oliver R, 
Aspegren Jr., Ohio National Life, president Chicago Assn. of Life Underwriters, 
F. Vernon Rosenthal, assistant director of the Illinois department, and Joseph 


S. Gerber, director. 





Wehr, Dunbar Will Be 
Speakers On Final Day 
Of LIAMA Annual Meet 


Frederick L. Wehr, president of 
Monumental Life, will open the Thurs- 
day morning session of LIAMA’s an- 
nual meeting in Chicago, Nov. 14-17. 
Mr. Wehr’s speech is entitled “A Presi- 
dent Looks at His Agency Investment.” 

George Dunbar, vice-president in 
charge of agencies for Mutual Life of 
Canada, will follow with a speech titled 
“What Price Progress,” a discussion of 
Mutual Life of Canada’s development 
program. 

The final speaker of the morning 
will be Kenneth McFarland, educa- 
tional consultant for General Motors. 
His speech, “Wake the Town and Tell 
the People,” will close the meeting. 
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a future that now can be yours 
AS A GENERAL AGENT 


of the Central Standard Life Insurance Company 


A NEW CAREER CONTRACT OFFERS YOU — 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


**‘The secret of success is Constancy to Purpose”’ 


Our success has been achieved with our career men and women. 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





Benjamin Disraeli 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 
Agency Director. 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591 ,874 





CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Founded 1905S 


211 W. Wacker Drive 
Life «- Accident 


Chicago 6, Illinois 
« Sickness 





Transfer-For-Value 
Rule Is Criticized 
By W. J. Bowe 


Federal tax laws, as they relate to 
life policies, were reviewed by William 
J. Bowe, tax counsel of State Farm 
Life, for the Legal Section of American 
Life Convention at the annual meeting. 

Noting that proceeds of a life insur- 
ance contract are specifically exempt 
from income tax except where the 
policy was transferred for a valuable 
consideration, Mr. Bowe said Congress 
apparently felt that to the extent tax- 
payers speculated in life insurance 
contracts, any gains should be fully 
taxable. This rule, he commented, 
would make more sense if it were 
limited to cases where policies were 
acquired by persons without an insur- 
able interest. 

The transfer-for-value rule does not 
apply to newly-issued policies. Thus a 
father may apply for a policy on his 
son’s life without fear of adverse tax 
consequences. Nor does the rule apply 
where an existing policy is transferred 
by gift. A son may gratuitously trans- 
fer an existing policy on his life to his 
father, but the father may not purchase 
an existing policy from his son without 
subjecting the proceeds, insofar as 
they represent gain, to income tax. 

“This can be an unhappy pitfall, 
since in many family situations poli- 
cies will be sold rather than given, 
even though the motivation be love and 
affection,” said Mr. Bowe. 


Ga. International To Pay 


Service Fee To Brokers 


Georgia International Life haS\n- 
augurated a policy of paying lifetime 
service fees on brokerage contract at 
the rate of 2% on premiums paid after 
the regular renewal commission period. 
The service commissions will be paid 
only on brokerage contracts where 
earnings from first year commissions 
amount to $500 in a preceding year. 
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Sixteen new CLUs were awarded their designation at the annual joint meeting diploma: 
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DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 
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Be A Business Maz If 
The Goal Is Success 
Jn Business Insurance 


“If you want to grow in the business 
insurance field you need to look, think, 
act and talk like a business man and 
that’s not easy—it takes education,” 
was the advice offered by Robert L. 
Woods, general agent of Massachusetts 
Mutual at Los Angeles, at the Boston 
(LU chapter conferment dinner in the 
Harvard Club. Mr. Woods is president 
of American Society of CLU. 

Sixteen CLU designations were 
lawarded during the meeting and three 
diplomas in agency management. 
“Going to college does not neces- 
sarily make you educated, but it helps,” 
Mr. Woods said. “Education is the 





want to think like a business man, read 
R.fthe financial and editorial pages. Top 
business men do these things and how 
can you influence top business men if 
you don’t know what they’re thinking? 
Whatever your field, know how those 
who live in that field think and do— 
and that takes education.” 

Elmer L. Demarest, New York Life, 
president of the Boston chapter, was 
the toastmaster and made the CLU 
to fpresentations. 


Manufacturers Will Boost 
Dividend Scale, Jan. 1 


Manufacturers Life has increased its 
dividend scale, effective Jan. 1. It is the 
eighth increase since 1951. 
Manufacturers also increased from 
34% to 4% the interest rate to be paid 
in 1961 on dividends on deposit. Policy 
proceeds left with the company under 
settlement options with provision for 
surplus interest will also receive the 
new rate, provided they have been left 
on deposit for at least one year. 


Arden To Be Speaker At 


N. Y. C. Supervisors Lunch 


Merril P. Arden, general agent of Na- 
tional Life of Vermont at New York, 
will be the speaker at the luncheon of 
New York City Life Supervisors Assn. 
at the Brass Rail Restaurant, Nov. 9. 

Mr. Arden will discuss governmental 
and judicial positions on financed life 
insurance. Particular attention will be 
paid to recent Treasury Department 
action and court decisions which have 
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Illinois examination of Colonial Life, 
Health & Accident of Chicago, a small 













.. passessment legal reserve company, 
hae takes note of eight items which the 
g _ ¢ icompany has informed Director Gerber 
ntracts a Phave been corrected since the examin- 
paid after ation was completed. Observing that it 
on period. iscustomary for the director to call 
1 be paid fattention of the officers to items need- 
ts whe? fing correction, Mr. Gerber mentions: 
nmissioM} The surplus of the company is in- 
ig year. sufficient to meet requirements of the 

Illinois insurance code and the de- 
ficiency must be repaired immediately. 
‘The company must install a sub- 
C sidiary record of its securities. 
Baca etien of retaining “huge sums 
cash” in the office must be dis- 

—— fcontinued. 

ELL Immediate steps must be taken to 
“e that the books of account are 
Maintained in accordance with the in- 
surance code. 

igo 2, Ill The minutes of special or regular 
meetings of the directors must be re- 











LIFE INSURANCE EDITION 


corded promptly in a minute book. 

Failure to pay claims promptly upon 
receipt of proper proof of loss will not 
be permitted. 


Must Be Increased 


Statutory deposit is below the mini- 
mum requirement of the Illinois code 
and must be increased to the full 
amount at once. 

The retention of life insurance must 
not exceed the limitations of the IIli- 
nois insurance code. 

All of these matters have been cor- 


rected as of Oct. 21, the report states. 


Fidelity & Guaranty 
Life To Begin Sale 
Of Policies Nov. 1 


BALTIMORE—Fidelity & Guaranty 
Life, new member of the United States 
Fidelity & Guaranty group, will initiate 
the sale of policies Nov. 1 through 
U.S.F.&G. branches at Baltimore, Har- 
risburg and Indianapolis. It will sell 
through the parent companies’ local 
agents. 

The company will offer a broad port- 
folio of policies, including packaged 





1] 


plans for homeowners and families, 
permanent and endowment plans, level 
term, business life insurance and spe- 
cial policies for juveniles. Many con- 
tracts will be oriented to the property 
insurance field. Up to Oct. 1, the com- 
pany had been licensed in 34 states and 
the District of Columbia. By about Feb. 
1, policies will be on sale at Pittsburgh, 
Richmond, Nashville, Memphis, Jack- 
sonville, Miami, Oklahoma City and 
Denver. 


Great National Life of Dallas has 
been admitted to New Mexico. 





Why so many 
brokers prefer 


THE V.V.P. PLAN * 





from 


Great-West Life 











“VERY VALUABLE PERSONS” DISABILITY INCOME PLAN 


Great-West Life’s V.V.P. Plan offers a Company long-term disability benefits for 
key personnel unable to work due to sickness or accident. The plan is underwritten 
on a Group basis, and is therefore less costly. Depending on salary and the number 
of key people insured, income benefits up to $750 a month are guaranteed . . .to 
age 65 in case of accident, and for 5 or 10 years, or to age 65 in case of sickness. 
Companies with as few as 10 employees may obtain this coverage for their key 


personnel. 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal, attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Take advantage of this service today. Call or write your nearest Great-West Life 
Office for complete information. 


The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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Editorial Comment 


The Foranders’ ‘Inching-Up’ Strategy 


The “inching-up” process which the 
followers of Rep. Forand are counting 
on to win their goals is clearly illus- 
trated in the Public Welfare magazine 
article quoted in our issue of Oct. 15. 

The author, Prof. Wilbur J. Cohen 
of the University of Michigan school 
of social work, deplores the fact that 
Congress this year rejected the social 
security approach for providing medi- 
cal care and hospitalization for older 
persons and instead chose the public 
assistance method. But, he points out, 
“it should be recognized that this same 
experience occurred in 1950, when 
Congress rejected disability insurance 
and enacted disability assistance, only 
to make disability insurance the basic 
program in 1956.” 

In other words, let’s not be discour- 
aged, fellow Foranders, but keep push- 
ing, and in one of these election years 
we'll get what we’re after. 

Prof. Cohen also speaks approvingly 
of the removal of the age-50 limita- 
tion on disability benefits in social se- 
curity. Could any better tip-off be 
needed to the next move of the For- 
anders? We can already hear the 
drums beating for medical care and 
hospitalization, via social security, not 
just for the aged but for everybody. 

Perhaps the most exasperating and 
ominous part of the Cohen article is 
where he implies that the opposition 
of the doctors, insurance companies and 
employers is flimsily based. Referring 
to the abolition of the age-50 disability 
limitation, he called it “ample testi- 
mony to the fact that each step in the 
evolution of social security legislation 
is won the hard way, over tremen- 
dous opposition and criticism. Then, 
when enacted, it eventually becomes 
part and parcel of the American way 
of life and accepted by most of those 
who originally opposed it.” 

This is about like saying that Rus- 
sia’s repressive rule of the Hungarians, 
though at first strenuously opposed, 
eventually became part and parcel of 
the Hungarian way of life and ‘“ac- 
cepted by most of those who originally 
opposed it.” In neither the American 
nor the Hungarian example did the op- 
ponents have any choice but to knuckle 


under. What did Prof. Cohen expect 
the doctors, insurers and employers to 
do after the legislation was enacted— 
storm the social security headquarters 
with home-made grenades? 

Of course they “accepted” the chan- 
ge, in the sense that they stopped 
fighting against a fait accompli. But 
that’s no sign they considered it to be 
any less ill-advised than when the bat- 
tle was at its peak. If the Foranders 
and their fellows are using that kind 
of argument to persuade the public 
and Congress to ignore the arguments 
of the doctors, insurers and employers, 
there is clearly a need to tell the pub- 
lic and the congressmen that resigna- 
tion to a situation that has passed the 
fighting stage should not be mistaken 
for approval. It was strictly a case of 
having to swallow a pill that tasted no 
better than anybody thought it would. 
—R.B.M. 





Personals 


Leland F. Lyons, vice-president of 
New York Life, was the only life insur- 
ance executive from the United States 
to attend the first annual Pan American 
conference on sales management and 
marketing in Mexico City. The con- 
ference was sponsored by the Sales 
Executives Club of Mexico City and 
National Sales Executives Interna- 
tional. 


Frederic W. Ecker, chairman of 
Metropolitan Life, has been elected a 
director of American Cancer Society. 


Mrs. Emma Lou Worthington. per- 
sonnel manager Midland Mutual Life, 
has been elected Secretary of Ameri- 
can Society for Personnel Administra- 
tion. She has served for the past two 
years as chairman of the _ society’s 
women-in-personnel committee and 
for the past year as president of Per- 
sonnel Society of Columbus. 





Sons of Norway will break ground 
next January for Norwegian Center in 
Minneapolis which will house, among 
other Norwegian and community or- 
ganizations in the Twin Cities, the 
fraternal’s new home office. 





KENNETH W. CRING, 60, vice- 
president and superintendent of agen- 
cies of Pacific Na- 
tional Life, died 
after a brief ill- 
ness. He began in 
the insurance busi- 
ness with the old 
Missouri State Life 
in 1920, later be- 
coming district 
manager of John 
Hancock, state 
agent of Ohio Na- 
tional Life and 
general agent of 
Pacific National in 
1937. He was elected to the board of 
Pacific National in 1946 and appointed 
vice-president in 1950. He was a past 
president of Utah Life Managers Assn. 


CHARLES D. DUNNE, 49, president 
Dunne Press of Louisville, died of a 
heart attack. He started his business 
career in 1928 as an agent of Inter- 
Southern Life, and later was assistant 
to the president of Equitable Life & 
Casualty before joining the Insurance 
Index in 1931 as associate editor. Sub- 
sequently he was executive vice-presi- 
dent, and in 1953 he was elected 
president. His father, James E. Dunne, 
is publisher of the Insurance Index. 


ANGUS B. ROSBOROUGH, general 
agent of Massachusetts Mutual at 
Jacksonville for 22 years, died. He 
retired in August, but had continued 
with the agency as associate general 
agent until his death. He had been a 
member of Million Dollar Round Table, 
chairman of Florida Life Managers 
Assn. and president of Jacksonville 
Life Underwriters Assn. and of Estate 
Planning Council of Northeastern 
Florida. In 1950-51 he was president of 
Massachusetts Mutual’s general agents 
association. 


THOMAS SHALLCROSS Jr., a di- 
rector of Fidelity Mutual Life since 
1917, died. Mr. Shallcross retired sev- 
eral years ago as vice-president of 
Jackson Cross Co. and was a director 
of Philadelphia Land Title Bank and 
Centennial National Bank. 


JAMES H. PRENTISS Sr., 87, a 
former vice-president of North Amer- 
ican Life of Chicago and later a broker 
there died. He retired about 25 years 
ago. He was associated with J. H. 
McNamara, who was one of the found- 
ers of North American Life of Chicago 
in 1907. Mr. Prentiss joined the com- 
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LIFE INSURANCE EDITION 


HIA Individual Forum Hears About PR's Vital Importance 


(CONTINUED FROM PAGE 1) 
gestions regarding the often perplex- 
ing problem of the senior citizen were 
voiced from the podium. 

The general attitude of the sympos- 
jum members toward senior citizen 
coverage was summed up in Mr. Wash- 
purn’s closing remarks when he said 
to his audience, “Come on in, the wa- 
ter’s fine!” 

He said when his company had un- 
satisfactory experience in general 
agency territory, it always examined 
claim ratios according to policyholder 
age. Mr. Washburn stated that in not 
one such analysis did the company find 
or has it since found that the over-age 
risks were responsible for the poor ter- 
ritorial experience. They were invari- 


# ably giving better experience than the 


balance of the exposure. In most cases 


i the experience would have been con- 


sidered good, standing on its own feet. 
And this was from business which 
was not rated up because of age. 


Don’t Overstay In Hospital 


Mr. Washburn said his company al- 
so noticed that “these older folks 
seemed to give us very complete and 
honest applications and didn’t seem to 
overstay in the hospital very often.” He 
said he wanted to make it clear that 
senior risk insurance isn’t new to some 
companies and it has generally been 
at least as profitable as other hospital 
insurance for those who have been 
writing it. 

Mr. Morrell, commenting on what 
senior citizen business has meant to 
his company, said there is a unique 
satisfaction when a public corporation 
can perform the dual task of substan- 
tially contributing to the solution of a 
massive community problem and at 
the same time look its stockholders 
in the face from a profit and loss 
standpoint. 

Enough has already been accom- 
plished, he said, to prove that the in- 
surance companies can _ successfully 
tackle this great and corroding prob- 
lem of how mothers and fathers will 
be cared for in their golden years— 
and who will pay the bills. 

Mr. Morrell said the business should 
not fool itself, and warned that if the 
industry cannot absorb the volume de- 
manded of it, then the alternative of 
the welfare state is that much nearer. 


Stresses EDP Value 


Mr. Ulfers said the senior citizen 
policies created in the 1940s by Mu- 
tual of Omaha, “have been successful 
for us.” He stressed the value of elec- 
tronic data processing machines in his 
company’s senior security program. He 
said it was too early to evaluate the 
over-all experience of the program but 
the company is optimistic after its ap- 
praisal of the available facts. 

He said that during the current pro- 

gram his company has issued over 300,- 
000 policies to people over age 65. “The 
enrollment type, no-right-of-selection 
approach, promoted through our regu- 
lar agency system on a_ nationwide 
basis, was the secret to the success we 
had,” said Mr. Ulfers. 
_ At least 288 voluntary health insur- 
ing organizations currently issue new 
individual hospital or surgical policies 
to persons 65 years of age or over,” 
Ardell T. Everett, 2nd vice-president 
Prudential, told the first session. 

These organizations include insur- 
ance companies, Blue Cross-Blue Shield 
Plans and other insuring plans, Mr. 
Everett said, and he reported that: 

—At least 51 companies offer indi- 
vidual health policies guaranteed re- 


at least 31 companies issue this life- 
time protection to persons 65 or over. 

—Several companies offer policies 
through a mass enrollment approach 
to all senior citizens regardless of med- 
ical history. 

—At least 82 companies, which issue 
90% of the group health insurance writ- 
en by the business, and a number of 
other insuring organizations offer pol- 
icies continuing coverage under group 
plans for retired employes. 

—At least 214 insuring organizations 
give retirees the option to convert 
from their group plan to an individual 
policy. 


Urges Action 


Mr. Everett said the resolution of the 
health care problem of the aged will 
determine the ultimate solution of all 
health problems for all ages. He urged 
HIA’s 267 member companies to be- 
come even more active in providing 
senior citizen coverage. 

Mr. Everett said that health care has 
become a “very satisfactory” political 
action device. It is emotional in na- 
ture; it is hard to define; it is difficult 
to oppose; it draws a wide press. “We 
know that the welfare planners will 
be satisfied to start the legislation at 
any age, in any manner, in any 
amount. With them the foot-in-the- 
door concept is not just an adage; it is 
a realistic approach,” he said. 

In his keynote address, Millard Bar- 
tels, president HIA and chairman in- 
surance executive committee Travel- 
ers, urged the health business to in- 
crease its interest in new areas and 
promote the development of needed 
health and medical care facilities. 

Mr. Bartels said the industry must 
become identified with an interest in 
the health and medical care of the peo- 
ple. It should manifest by what it does 
and what it says a genuine regard 
for the good health of the country’s 
citizens. 

Promotion of the development of 
health and medical care _ facilities 
would include hospitals, skilled nurs- 
ing homes, home care programs, nur- 
ses, homemakers, chronic illness facil- 
ities, geriatric facilities, diagnostic and 
rehabilitation opportunities, mental ill- 
ness facilities, clinics and other cate- 
gories. he said. 

Mr. Bartels said better nursing home 
facilities for long-term care of the aged 
has been called the most urgent health 
care need before the nation today. This 
is an area, he said, where doctors, hos- 
pitals and health insurers should work 
tcgether with the proper kind of rep- 
resentation of the nursing home busi- 
ness. 


Could Be Helpful 


Under some conditions “we could 
be helpful in providing nursing home 
care in conjunction with a hospital, 
possibly with the help of federal funds 

. in other areas it might be wise to 
participate in financing expansion of 
this service in coordination with the 
provisions of the small business loan 
program,” Mr. Bartels stated. 

Several companies have taken con- 
structive action in the rehabilitation 
field, restoring disabled human beings 
to a satisfactory and useful life, but 
there is a crying need for more of this 
throughout the country. 

Mr. Bartels said the health insurance 
business had experienced quite a storm 
in the past year in which “our accom- 
plishments have been glorified by some 
and discounted by others.” He reported 
that some 130 million Americans—73% 
of the civilian population—now have 


newable for lifetime, and that of thesessome kind of medical expense insur- 


ance, and that during 1959 nearly $5.2 
billion in health insurance benefits 
were distributed. 

Warning that business growth alone 
is not enough, Mr. Bartels declared: 
“Our companies must be regarded not 
only as mechanisms to spread the cost 
of medical care but also as motivators 
of improvement in health. Our business 
must wear a mantle of humanity. This 
is the kind of business which the Amer- 
ican people will not want to extinguish 
in favor of government monopoly.” 

The Tuesday morning session con- 
sisted of a symposium on substandard. 
Byron S. Davis, State Mutual Life, pre- 
sided, and those contributing to the 
subject included Charles N. Walker, 
Lincoln National Life; Peter J. Burns, 
New York Life, and Rodney U. Clark, 
Paul Revere Life. 


Stresses Underwriting Importance 


Mr. Clark’s aspect of the problem 
was the riskiest—prognostication. He 
predicted that the success or failure of 
a company’s substandard program will 
ultimately depend upon the quality of 
its underwriting. 

Groping their way into this field will 
reveal certain factors to companies— 
and what they learn may well be far 
different from what they have been 
expecting, Mr. Clark said. 

A greater pooling of experience will 
occur. This pooling, however, must 
always be critically judged, as such 
results are not invariably reliable be- 
cause of the variance of policies from 
company to company. 

Mr. Clark said to look for a good deal 
of “expertising’”—and especially from 
the six-month experts. It will take a 
good deal longer than six months to 
develop any really valuable informa- 
tion, he stated. 


Danger To Small Companies 


There is especial danger to the 
smaller companies in this field of sub- 
standard risks. They must be wary 
that they do not venture out into 
waters best traversed only by larger 
companies. Large companies have suf- 
ficient reserves to get them out of 
difficulties smaller companies would 
be paying for for many years to come. 

Noncancellable substandard policies 
are not for the smaller company. Such 
companies need the non-renewable 
feature to relieve them of difficult 
cases, Mr. Clark suggested. 

Extra-premium policies would seem 
to be preferable to waiver endorse- 
ment policies, he said and concluded 
by stating only a dreamer could be- 
lieve that substandard policies are the 
entire answer to writing everybody, 
since the extra premium needed to 
safely underwrite certain risks would 
be far too exorbitant. 

Mr. Walker discussed the actuarial 
considerations in a substandard pro- 
gram. He said the problem seemed to 
break down into four main areas: 
Nature of the risk; premium calcula- 
tions; evaluating the risk, and the 
statistical program. 

It is important to remember that 
the underwriting aspects on the acci- 
dent side and the sickness side are 
not always equal, he said. Some ap- 
plicants make better sickness risks; 
some better accident risks—in other 
words, a man with two legs is going to 
be able to dodge taxis a good deal 
easier than a man with only one leg. 
Rating formulae, therefore, must be 
extremely flexible. 

Mr. Burns said he thought there 
were many more companies writing 
substandard than the publicity would 
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suggest. He said the declination cases 
at his own company were reduced 
after agents were properly informed 
as to exactly what the substandard risk 
consisted of. The original impression 
that “the lid was off,’ soon gave way 
to a good idea of what could be written 
and what could not. 

Agents seem more receptive to the 
extra premium policies than to those 
with waiver endorsements, he said. It 
is far better to have full coverage, even 
it if does mean a bit more premium— 
especially from the selling side. 


Group, Legislation 


On Agenda For N. Y. 
State Rally Nov. 11 


Group insurance developments, the 
1961 legislative program, and discus- 
sions of fraternal and savings bank 
life insurance are the key topics on 
the agenda for the annual fall delegate 
meeting of New York State Assn. of 
Life Underwriters. 

The meeting, scheduled for Nov. 11 
at the Schine Inn at Massena, N.Y., 
will also tackle the problems facing 
local associations in the field of mem- 
bership, dues, programs, and coordin- 
ation of activities. 

The delegates will convene with 
their regional vice-presidents in seven 
workshops during the morning part of 
the program and exchange ideas on 
strengthening their local units as well 
as taking under consideration recom- 
mendations for statewide association 
action on problems affecting the in- 
dustry. The presidential report will be 
delivered by Harry K. Gutmann, Mu- 
tual of New York, New York City, at 
the luncheon meeting, to which all 
agents are invited. 

In the afternoon a general session 
will be held and the membership will 
review developments since the last 
meeting, in May, and formulate plans 
for the coming association year. 

This year’s meeting will continue to 
follow the format of “the workshop” 
sessions which have become a tradi- 
tion of the state association, rather 
than meeting in “convention” as do 
other state and national professional 
and industry groups. The state associ- 
ation has found that in addition to its 
members being able to lend advice and 
knowledge to their fellow underwriters, 
the workship format permits greater 
dissemination of information and a 
more aggressive and comprehensive 
program to be undertaken. 


Mass. Mutual Employe Newspaper 
Wins ‘Industry Magazine’ Award 

The weekly employe newspaper of 
Massachusetts Mutual has been selected 
to receive a 1960 award from Industry 
Magazine for its “contribution to wider 
understanding of public issues.” Ger- 
hardt M. Hoff, publications manager 
and editor of Massachusetts Mutual 
News, accepted the award on behalf of 
the company at the 45th annual meet- 
ing of Associated Industries of Mass- 
achusetts in Boston. 

A petition has been filed in Cuya- 
hoga county pleas court at Cleveland 
by Steven W. Kormendy against Hun- 
garian Young Men & Ladies Society, 
asking the officers of that fraternal to 
execute a merger with Hungarian Re- 
formed Federation of America. Mr. 
Kormendy said the membership of 
Hungarian Young Men & Ladies So- 
ciety had voted for the merger but the 
officers had refused to act. 
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Home Office Changes 


Ohio National Life 

Ferd B. Ensinger 
has been appointed 
director of recruit- 
ing. He has been 
with Northwestern 
Mutual as an agent 
at New York, and 
organizer and di- 
rector of the col- 
lege recruiting 
program. Since 
1956, he has been 
with Northwestern 
as sales director at 
Boston. 

Mr. Ensinger has also served as sales 
consultant and guest lecturer for sever- 
al New England companies and has 
conducted courses at Northeastern Uni- 
versity on principles of salesmanship. 


Metropolitan Life 
J. S. Burke, 3rd vice-president, has 
been placed in charge of the claims 
division, to succeed J. B. Northrop, 
who has retired. Mr. Burke joined the 
company in 1921 as a messenger in 
the ordinary department, becoming 
successively senior supervisor in the 
ordinary manager’s office, associate 
manager of ordinary administration 

and assistant vice-president. 


Lincoln National Life 

Thomas Dyer and William Stinch- 
comb have been appointed assistant 
superintendents of agencies of Lincoln 
National Life. Mr. Dyer began in life 
insurance in 1954 and has been in 
agency posts in the home office and 
field. He is a CLU. Mr. Stinchcomb 
began with the company in South Bend, 
Ind., subsequently becoming manager 
at Aurora, III. 


F. B. Ensinger 


Republic National Life 
J.C. Long has been appointed group 
division actuarial assistant. With the 
company since 1954, he was promoted 
to senior actuarial clerk in 1955 and 
transferred to the group department 
last year. 


New York Life 

S. C. Armour and Stearns MacNeil, 
staff assistants in the actuarial depart- 
ment, have been appointed administra- 
tive assistants. 

J. F. McGovern, G. W. Mehrtens, 
Geraldine Oxley and E. J. Vansworth, 
electronics research supervising an- 
alysts and planners, have been named 
electronics assistants. 

C. A. Schwab, insurance research 
supervisor, has been named research 
assistant. 

F. L. Conant and J. H. Ellis, policy 
forms analysts in the actuarial depart- 
ment, have been named staff assis- 
tants. 

A. F. Walter, actuarial assistant in 
the group department, and Paul Kren- 
icky, assistant manager of the new 
business division, have been promoted, 
respectively, to assistant group actuary 
and executive assistant in the group 
department. 

Ruth M. McGowan. research analyst 
in the insurance relations department, 
has been named an administrative 
assistant there, and R. H. Lautz, senior 
investment analyst, has been promoted 
to regional investment supervisor. 

J. M. Gilmartin and R. R. Jones, 
supervisors of sales training, have 
been named managers in the market- 
ing department, respectively, of train- 
ing aids and of training courses. 

P. M. McLarty, senior consultant in 
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the marketing department, has been 
named manager of sales publications, 

F. A. Ross, senior attorney in the 
office of the general counsel, has been 
promoted to counsel there. 

M. W. Tyler and William Koenig, 
administrative assistants, have been 
promoted to executive assistants. 

H. L. Boltson and R. T. Loukas, 
electronics research analysts, have 
been named staff assistants. 

Harold Cherry, S. A. L’Abbate, R. L, 
Silverman and A. R. Sullivan, student 
actuaries, have been promoted to 
actuarial assistants. The first three are 
associates of the Society of Actuaries, 


Pilot Life 

Appointed management assistants in 
the management development program 
are Richard N. Cable, formerly with 
Metropolitan Life at Johnstown, Pa, 
and Ronald J. Glenn, who has been 
with Mutual Benefit Life at Dallas. 


Northwestern National Life 

Donald Feroe, a member of the 
policyholders’ service department since 
1956, has been advanced to assistant 
manager. James Hansen, unit super- 
visor in the same department since 
1956, has been appointed section super- 
visor in charge of the correspondence, 
titles and settlements units. 


Atlantic Life 


Robert N. Chambers has been ap- 
pointed head of the newly-created pen- 
sion and profit sharing division. He 
has been with the multiple line agency, 
Garot-Christman, at Green Bay, Wis. 


Ill. Mid-Continent 

Albert W. Clutter, chairman, former- 
ly with Sears, Roebuck & Co., has 
severed his connection with the com- 
pany. 


Colonial Life 
G. H. Callahan, a partner with the 
Newark law firm of Consodine, Calla- 
han & Farley, has been appointed as- 
sistant counsel. 


Central National Life 


J. W. Fickes has been appointed 
company actuary. 


CENTRAL AMERICAN LIFE of 
Lubbock has appointed Louis C. Halley 
vice-president and 
training director. 
He has been with 
Security Life & 
Accident as assist- 
ant agency vice- 
president in charge 
of training, has 
taught at the uni- 
versities of Denver, 
Kansas and Illi- 
nois, written vari- 
ous texts on disa- 
bility insurance 
and served as re- 
gional director and vice-president fot 
Society of CLU. Fred Weidmann has 
been named director of agencies after 
six years with Prudential as special 
agent. William Webb has been appoint 
ed director of the company’s newly 
lations department. 


UNITED MUTUAL LIFE of NeW 
York has named Charles Buchanan 
president. 


LEAGUE LIFE of Detroit, controlled 
by Michigan Credit Union League al 
with approximately $150 million 2 
force, has named Robert E. Vander- 
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beek president. He joins League Life, 
which confines its writing to Michigan, 
after four years in Nationwide’s group 
department. 


APPALACHIAN NATIONAL LIFE 
has elected A. M. Shook III, vice- 
president of Shook & Fletcher Supply 
Co., Birmingham, Ala., a director. 


PIEDMONT SOUTHERN LIFE— 
S. Russell McGee Jr. has been named 
associate vice-president and agencies 
director. 


SOUTHERN STATES LIFE of Hous- 
ton has named W. W. Long home 
office supervisor. 


INVESTORS SYNDICATE LIFE— 
w. G. Clark, a vice-president of the 
company since its formation in 1957, 
has been named president. 


Pacific Health Agents 
Meet At Portland, Ore. 


The annual sales congress of Pacific 
Northwest Health Underwriters Assn. 
at Portland, Ore., attracted 200 agents. 

Speakers were William B. Cornett, 
Prudential director of A&S; W. O. Man- 
zelmann, sales director of North Amer- 
ican Life, A&H; Robert K. Rolfness, 
Pacific Mutual, Seattle; Commissioner 
V. Dean Musser of Oregon; John F. 
Crozier, assistant vice-president Mutual 
Benefit H.&A., and F. Kenneth Stoakes, 
Loyal Protective, Los Angeles, presi- 
dent of International Assn. of Health 
Underwriters. 








Gotham Group To Hear 
Wallace Of Home Life 


The role of advertising, sales promo- 
tion and public relations in the re- 
cruiting of new agents will be the sub- 
ject of the season’s first luncheon meet- 
ing of Gotham Group of Life Insurance 
Advertisers Assn. The meeting is sched- 
uled for Nov. 2 at Keen’s Chophouse, 
New York City. 

William B. Wallace, director of sales 
research and development of Home 
Life of New York, will be the speaker. 
A Million Dollar Round Table member 
from Washington, D. C., Mr. Wallace 
entered sales management in 1956 and 
in his present assignment is responsible 
for Home Life’s recruiting program. 


Mutual Trust’s GAs 


Elect Carlson President 


Mutual Trust Life’s general agents’ 
association elected Waldo Carlson, 
Iron Mountain, Mich., president at 
the annual meeting. Paul Jurnove, 
South Hempstead, N. Y., was named 
Ist vice-president; George Wemyss, 
Portland, Maine, 2nd vice-president, 
and Garnett Lentz, Hillsdale, Mich., 
secretary-treasurer. 

Carl Hosman, Madison, Wis.; Berney 
Bergen, New York; Lester I. Lester, 
New York, and Mr. Carlson were 
hamed to the advisory committee. 

Directors of the association are 
Richard Horan, Concord, N. H.; Harvey 
Smith, Ft. Plain, N. Y., and George 
Holgate, Eau Claire, Wis. 
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LIFE INSURANCE EDITION 


Changes In The Field 


Northwestern National 

Three promotions have been made: 
H. L. Dalrymple, formerly a supervisor 
at Dallas, has been advanced to man- 
ager at Searcy, Ark.; R. B. Bell of the 
Black Hills, S. D. agency, has been 
named supervisor at Des Moines, and 
R. S. Brown, of the Fostoria, O., 
agency, has been appointed a super- 
visor at Columbus, O. 


Life & Casualty 


J. E. Satterwhite, staff manager at 
Richmond, Va., and G. R. Keen, former 
district manager at Tallahassee, who 
has been on a leave of absence, have 
been appointed district managers, re- 
spectively, at North Richmond and 
Petersburg, Va. 


Phoenix Mutual Life 


Harold F. Neaderhiser has_ been 
named manager at Davenport. He was 
a supervisor of Union Central Life at 
Wichita. Mr. Neaderhiser, a CLU, has 
been president of Kansas Leaders 


Round Table, vice-president of Wichita 
Life Underwriters Assn. and a director 
of the Kansas CLU chapter. 


Occidental Of California 


John De Roos has been appointed 
assistant manager at San Francisco. 
He joined the company in January of 
this year after having been with State 
Mutual Life. 

Group personnel changes: A. B. 
Shupps has been promoted to senior 
group service representative at Los 
Angeles; H. S. Wilmoth promoted: to 
group sales representative at Pitts- 
burgh; E. J. Brucchieri transferred 
from the group service office to the 
group sales office at Cleveland; A. E. 
Kerr appointed group sales trainee at 
Toronto and C. E. Bekeny appointed 
group service representative at Cleve- 
land. 

J. F. Whitten has been named gen- 
eral agent at Lufkin, Tex., after almost 
three years with Prudential there. 
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Neal Fitzpatrick has been named 


assistant manager at Hartford. 


All American L. & C. 


Glenn Tiffany 
has been appointed 
a general agent in 
Atlanta. He will 
also establish other 
agencies in central 
and northern 
Georgia and serve 
as agency director 
for Tennessee. Be- 
fore going with the 
company he was a 
New England Life 
general agent and 
before that was as- 
sistant director of agencies. He is sec- 
retary of Atlanta Life Managers Club 
and a MDRT member. 

D. L. Conkey has been appointed 
regional manager for the state of Wash- 
ington. He was formerly agency vice- 
president of Farm & Home Life ot 
Phoenix. 


United Benefit Life 


A. J. Shepherd has been named 
general agent at Cedar Rapids, Ia., 





Glenn Tiffany 


























Sales Schools 


terials. 


The 


Between now and April, Lincoln Na- 
tional Life pension sales schools will 
be conducted by home office officials 
in 30 cities throughout the country. 
Twofold purpose: 
fresher course for all Lincoln Life 
agents interested in this profitable mar- 
ket, (2) Introduce and explain the 
Company’s new pension sales ma- 


Such activities and sales tools are 
another reason for our proud claim 
that LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Pension 


(1) Provide re- 


Fort Wayne, Indiana 
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replacing Verdi F. Lenzen, who retires 
after 27 years with the company. Mr. 
Shepherd has been with the company 
since 1944. 

A service office has been established 
at Cedar Rapids under the manage- 
ment of Richard McGlade, formerly 
assistant manager at the St. Louis 
service office. 


Lincoln National Life 


Thecompany 
hasnamedD.R. 
Miller Jr. general 
agent at Santa 
Barbara, Cal. 





D. R. Miller Jr. 


Berkshire Life 
F. J. Short has been appointed su- 
pervisor of the Marshall agency at 
Brooklyn, N. Y. He has been with 
Aetna Life there. 


General American Life 
Pinnell-Schumacher agency in Sikes- 
ton, Mo., has been named a general 
agent there. 


Union Mutual Life 
F. J. Murphy has been appointed 
manager at Portland, Ore. A CLU, he 
was general agent for Loyal Protective 
Life, and before that, for Monarch Life. 


Occidental Of Raleigh 
Myles S. Eaton has been named 
manager at Miami. 


Prudential 
E. P. Jaffarian has been named 
manager at Eugene, Ore., succeeding 
Jack F. Calvin, who becomes manager 
at Phoenix. Mr. Jaffarian has been 
with the company since 1954. 





SELLING WORDS TO A 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. Thus 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 

or True Group case. 


Guaranteed Renewable Policies Available! 





Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 





} REMEMBER—IT'S EASIEST TO SELL THE BEST! 











DETROIT 26,. MIGHIGAN 


5 Minin iia, 


BUYING PUBLIC 






NATIONAL CASUALTY. COM 
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California Life 


P. W. Anderson has been named 
midwestern group sales manager at 
Chicago and H. G. Rotell regional dj. 
rector of agencies at Minneapolis. 


Jefferson National Life 


Three general agents have been ap- 
pointed: J. M. Slegeski, Hazleton, Pa, 
H. C. Evans, Bloomington, Ind., and 
T. E. Dwyer, West Palm Beach, Fla. 


Standard Of Oregon 


L. S. Torgeson has been appointed 
agency manager at Oakland, Cal. 


Central National Life 


C. L. Christensen has been named 
general agent at Little Falls, Minn. 


Mutual Of New York 


Robert E. Feldtkeller, former assis. 
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tant manager at Los Angeles, has been fyoy. 1 
appointed manager of the new agency firs wil 
at Whittier, Cal. He joined Mutual of In addi 
New York in 1956 after two years with 
New York Life. 

Roger K. Anton, who has been tak. 





Robert E. Feldtkeller 


ing managerial training at the home 
office and before that was assistant 
manager at Newark, has been ap- 
pointed manager of a new agency at 
Hayward, Cal., which opens Nov. 1. 
Before joining the company in 19957, 
he was with Monarch Life. 

Mutual will open a military service 
office in Frankfurt, Germany, on Jan. 
1. In charge of the office, the com- 
pany’s first in Europe since closing its 
London office 40 years ago, will be 
Donald H. Baumer, who has been with 
Massachusetts Mutual. He is a life and 
qualifying member of Million Dollar 
Round Table. 


SOVEREIGN STATES of Nashville 
has appointed W. E. Corn of Spartan- 
burg as South Carolina manager. He 
joined the company in 1958 and was 
its top producer in 1959. 


LUTHERAN BROTHERHOOD- 
Norman G. Stordahl has been named 
general agent for the central Illinois 
area with offices at Normal. He has 
been with the fraternal since 1950. 


SELECTIVE LIFE of Phoenix ha 
named C. H. Symonds manager at San 
Antonio and T. V. Lynch manager at 
Phoenix. 


Roger K. Anton 





Bowdring Heads Fund's 
Disability Unit In West 


C. Joseph Bowdring has joined Fire- 
man’s Fund as manager of the westerm 
department disability division at Chi- 
cago. He has been manager of the 
Chicago A&S department of Contin- 
ental Casualty. 


Wins Pacific Fidelity Life Contest 
Gordon K. Holcomb, Covina, Cal, 
agency was the winner of the annual 
month-long sales contest conducted by 
Pacific Fidelity Life. Grant Hancock, 
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(CONTINUED FROM PAGE 1) 
who were in such low income tax 








eapolis. brackets that the tax advantage was 

1 Lif of little moment. Worse still, these 

I Life puyers often failed to understand what 

re been ap. 3 load of debt they were building up 

izleton, Pa; to carry a program that was really 

, Ind., and Joeyond their means. 
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gon Meetings On Legislation 

1 appointed iSet By Cal. Life Agents 

> Sal Legislation to be proposed by Cali- 

Life fornia Assn. of Life Underwriters at 
the 1961 session of the legislature will 

een named },. discussed next month when local 

8, Minn. life association presidents and legisla- 

Tork tive chairmen meet at workshops. 
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half the day will be spent developing 
local “grass roots’ plans to be imple- 
mented during the six-month session 
opening Jan. 2. 

In addition to the association’s legis- 
lative leaders, a number of legislators 
and legislative advocates from outside 
the insurance industry will participate 
inthe programs. The Hilton Inn at San 
Francisco International Airport will be 
the scene of the first meeting. The 
Southern California session will be 
fit at Eaton’s Hotel. 


United States Life Makes 


Two Underwriting Changes 

United States Life has raised non- 
medical limits and boosted first-year 
commissions on its decreasing term 
mortgage life policies. 

The increase in non-medical limits, 
the second such rise so far this year, 
this time is to a maximum of $30,000 on 
both male and female lives. 

First-year commission on the de- 
creasing term mortgage plan, formerly 
50%, will be figured at 55%. 
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ort Given On New York Regulation 39 


There were many complaints that 
some sellers of minimum deposit plans 
were mercilessly twisting old policies, 
replacing them with financed insur- 
ance that was not to the long-term 
advantage of the buyer. As a result, 
the New York department held meet- 
ings with company and agent groups 
and then conducted a heavily attended 
public hearing. 


Cites Discrimination 


By holding that the special policies 
with the right to borrow at the time 
of sale discriminated against other 
policyholders in the same company, 
the department made it necessary for 
buyers to dig up the first payment 
from some other source than the policy 
itself. Some buyers borrowed on exist- 
ing insurance. Many turned to banks 
and other sources of outside-the-in- 
dustry money. 

This meant that it had to be a 
sizable loan to interest these sources. 
According to John Hussey of Faber & 
Co., New York City, a leading firm of 
money brokers, his company’s business 
has increased in the past year—and it 
was doing a large volume even before 
regulation 39 went into effect. 


Big Upsurge In Sales 


The big upsurge in the sale of fi- 
nanced life insurance is reported to be 
in the business insurance field, par- 
ticularly among closely held corpora- 
tions. The characteristic and chronic 
problem of these firms is adequate 
working capital to implement the ex- 
pansion of business they know is to be 
had—if only they are equipped to take 
advantage of the opportunities. 

The chance to buy life insurance on 
a financed basis and utilize the loan 
values of existing insurance—without 
dropping it—makes an attractive pro- 
posal. A large part of what makes it 
attractive is the so-called fifth divi- 
dend option. This permits the insured 
to keep up the full face amount of the 
new insurance, in spite of the loan 
against it, by using the dividend option 
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Expansion program provides openings for qualified General Agents in selected areas. 
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permitting the purchase of one-year 
term insurance, at very low rates, to 
cover the amount of the loan. For a 
good many years this is enough to 
maintain the amount of protection at 
no less than the face value of the policy. 


Abuses No Longer A Big Problem 


By no means all of the critics of 
financed insurance would concede that 
every sale of it that is made today is 
a wise buy for the policyholder, but at 
least the abuses that were making the 
whole subject a storm center a couple 
of years ago are no longer a problem 
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to the New York department. 

One general agent who is very famil- 
iar with minimum deposit said he 
believes the reason the complaints 
have dropped off so abruptly is that 
many of the abuses were due to agents 
who had become specialists in selling 
minimum deposit plans and some of 
these specialists paid little attention 
to the buyer’s real interests. This 
general agent said that in his opinion 
the financed insurance plan is being 
sold by many career agents but only 
as part of their kit of products—for use 
where appropriate and not otherwise. 





“Hal, when you 
chose our 
reinsurer, .. 

you were on 
the soundest 
medical ground!” 


6 . 

Wau. I've been hearing gdod things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 
“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manual I've seen... like having the best 
informed GP at your side.” 

“Glad to hear it. Each of their ceding 
companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 































bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they’re exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the enly 
business they’re in... and | like that. By 
the way, I’d like to borrow these cardio- 
vascular and coronary papers to read.” 


““0.K.—but | want them back 
for our medical library 
soon as you're done.” 












Right. These four papers, written in whole or in part 

by Dr. Harry E. Ungerleider, Consulting Medica/ 

Director of North American Reassurance Company, 

should be in the medical library of every life company. 

@ Insurability in Cardiovascular Disease 

© Newer Horizons in Medical Underwriting 

© Long-Term Prognosis and Insurability in Coronary Heart Disease 
e Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply adaress: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 


LIFE ¢ ACCIDENT & SICKNESS e 


GROUP 
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FieNATIONAL UNDERWRITER 


Says Doctors Should Not Be Scapegoats 


(CONTINUED FROM PAGE 6) 
should exterminate the bugs germin- 
ated in the insurer’s contracts. 

He thinks the closed panel type of 
insured medical care rests for its suc- 
cess upon self discipline, because the 
costs of abuses fall directly upon the 
participating doctors. Some of these 
groups are doing fairly good practice 
within the limits of their several tal- 
ents—with patients going elsewhere 
for special services and most major 
surgery. This plan cannot work on a 
scheme of universal application. 





Far From Objective 


When Blue Shield was launched it 
was with the idea that the scheduled 
allowances would relieve 70% of the 
subscribers of any supplemental pay- 
ments for necessary care. Private A&S 
contracts aimed at some such ratio 
with their “indemnity” fatures. Neith- 
er program now comes even near that 
objective. When this type of coverage 
was inaugurated, the sponsors were 
thinking of help for the lower income 
groups. Today, he asserted, they are 


all off the track, trying to provide 
major or extended benefits for the 
upper bracket incomes. 

The present day buyers of health 
care insurance are coming to be more 
aware of the drains of those extra-fee 
costs. The public has become insurance 
conscious. Voluntary insurance has 
stymied the drift to socialized or state- 
monopoly in the health field for the 
time being, but hospital care costs are 
about to breach the dike. The public 
is now determined to have protection 
against the costs of needed care, and if 
the insurance business and the Blue 
plans cannot arrive at a program 
which the average citizen can afford, 
then private enterprise in the practice 
of medicine and in insurance may be- 
come obsolete. 


Loaded Hospital Charges 


Since doctors are being cited for 
over-utilization of hospital facilities 
and are being held indirectly respon- 
sible for the rise in Blue Cross rates, 
it is not out of place to raise a few 
questions regarding hospitals, Dr. El- 
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liott believes. He wonders why pati- 
ents who are insured for costs of 
hospital care are taxed through the 
calculation of the per diem charge for 
education of nurses, interns and resi- 
dent doctors; care of free patients in 
the out-patient clinics; part or all the 
cost of free ward patients; costs for 
new buildings or rehabilitation of pro- 
perty, and for research, if any. 

These are community benefits and 
their costs should be paid out of gen- 
eral taxes, not from the pockets of sick 
or injured Blue Cross subscribers, Dr. 
Elliott maintains. 

Within the past two or three decades, 
hospitals have been transformed from 
institutions dedicated to the relief of 
the ill and injured into institutions 
devoted to education, where patients 
become regarded as teaching material. 
The pedagog has superseded the au- 
thority of the physician. Doctors are 
rapidly becoming mere _ technicians 
with rapidly diminishing or minor 
authority over what goes on. Demands 
have even been made that an insured 
patient, admitted for private doctor 
care, shall become “material” for re- 
sident practice, with payment of the 
insurance allowances to the operating 
resident or intern. 

One “teaching hospital’ recently an- 
nounced that it would have one intern 
or resident for each six patients. It 
takes a lot of “material” to keep such 
staffs actively engaged, Dr. Elliott ob- 
serves. 


Insurer Interests Oppose 


Auto Finance Restrictions 

The board of commissioners of the 
District of Columbia has taken under 
consideration objections raised by in- 
surance representatives at a recent 
hearing on a proposed regulation to 
impose requirements in connection 
with the financing of auto purchases. 
The regulation is scheduled for adop- 
tion Nov. 1. 

Howard Starling, Washington re- 
presentative of Assn. of Casualty & 
Surety Companies, objected to manda- 
tory provisions of the regulation re- 
quiring dealers to have a surety bond 
of $5,000. He suggested a choice be- 
tween a bond and any other security. 

Credit life and A&S representatives 
objected to restrictions upon or pro- 
hibition of inclusion of such coverage 
under finance charges. The commis- 
sioners heard arguments that credit 
A&S is of value to many car buyers, 
and that a ban on putting the coverage 
into a car finance contract would 
kill that type of business. 

However, Milton D. Kormen, first 
assistant D.C. corporation counsel, said 
that buyers could purchase credit A&S 
on their own. He maintained that the 
regulation would permit credit life, 
but not credit A&S. The latter would 
be prohibitied to protect the unwary 
from being “loaded up with every 
type of insurance conceivable at the 
highest rates obtainable.” 


B.M.A. Records Gain 
For Third Quarter 


Written business of Business Men’s 
Assurance during the third quarter 
brought the gain in life insurance sales 
for the first nine months to 7%. Sales 
for this period amounted to $323,846,- 
892, compared with $302,687,336. New 
paid-for sales were $21,160,000 higher 
than a year ago; at the end of the first 
half, the gain was $10,575,000. Insur- 
ance in force Sept. 30 was $1,887,918,- 
230, a gain of $152,929,081 for the nine 
months; a year earlier when the total 
was $1,672,553,014, the gain was $145,- 
065,774. 
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Dallas-Houston Phone Book 


The Dallas-Houston 
ephone Directory has 


by the National Underwriter Co. h 
addresses and 
phone numbers of persons active 
insurance in these two cities. Cop; 
may be obtained for $1 each from 
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ynferences included Commissioner Ho- 






of New Jersey; Richard B. Evans, 
jlonial Life president, who spoke at 
he dinner preceding the conference, 
nd William M. Rees, senior vice-pres- 
jent of Federal Insurance Co. and a 
slonial director, who _ represented 
nubb & Son. 

Prior to the general conference, a 
minar for managers was conducted 
by Richard D. Nelson, executive vice- 
president and secretary. 

John S. Thatcher, 2nd vice-presi- 
Hent, discussed a simplification in com- 
nny requirements for height on week- 
ly premium juvenile applications. 


oeram Outlined 


A simplified system of programing 
was outlined by Lorne S. Brown, 2nd 
ice-president, ordinary agencies. The 
wstem, in effect, pin-points the pros- 
et’s apparent need for coverage and 
hows him how much life insurance he 
hould own to fulfill his family’s needs. 
Richard G. Mulholland, director of 
proup Sales, reviewed the progress of 
he group department, and was follow- 
ped by a demonstration on proper group 
sales techniques, including presenta- 


oution, meeting the competition and clos- 


William G. Hetherington, news an- 
st and expert on United Nations af- 
fairs, discussed Premier Khrushchev’s 


LIFE INSURANCE EDITION 


i¢S Plans Shown To Combination Units 


recent visit to the UN and discounted 
the importance of the premier’s threats 
before that world body. 

Kenneth L. Anderson, vice-president 
and editor of R&R Service, honoring 
Colonial’s National Quality Award win- 
ners, said that too much emphasis can- 
not be placed on quality business and 
praised those who earned the award as 
“the backbone” of the life insurance 
business. 


Protective Lite (Ala.) 
Names C. M. Barricklow 
Agency Vice-President 


C. M. Barricklow, who was vice-pres- 
ident in charge of group insurance of 
Business Men’s As- 
surance since 1955, 
has been appointed 
agency vice-presi- 
dent of Protective 
Life of Alabama. 

Mr. Barricklow 
entered the life in- 
surance business 
with Business 
Men’s in 1938. Af- 
ter 10 years as an 
agent and district 
supervisor at Ponca City, Okla., he 
was promoted to sales assistant in the 
home office agency department. He 
later became assistant to the vice-pres- 





C. M. Barricklow 
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DIRECTION OF GROUP AND PENSION SALES 


Medium-large midwestern life pany has 
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able in group life and pensions with ability and experience necessary to head and further 
develop the company's group and pension sales and service organization. Group and 
Pension department is relatively new but expanding rapidly. Give immediate reply stating 
| full qualifications. Write Box U-34, National Underwriter, 175 W. Jackson Blvd., Chi- 
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ACTUARY 


Are you interested in an actuarial 
career? Are you willing to qualify in 
the Society of Actuaries and the 
Casualty Actuarial Society? If so, an 
excellent opportunity is available in 
a large all-lines company which is 
seeking a young man for its rapidly 
growing actuarial department. 

| Answers confidential. Write, includ- 
ing details of education, experience, 
and professional progress to Box 
U-31, National Underwriter, 175 
West Jackson Blvd., Chicago 4, 
llinois, 
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BRANCH MANAGER WANTED 
FOR TORONTO CANADA 


Continental Assurance Company offers 
Spportunity for qualified person to head up 
Teronto office. This branch is developed but 
managership is new position. Individual must 
ave both brokerage and career experience 
with U.S. Company. Must be under 40. Will be 


used in our new Canadian head office. Write 
Particulars to: 


Hont 





H. S. Betts 
Continental Assurance Co. 
310 S. Michigan Ave. 
Chicago, Illinois 





GROUP PENSION 
SALES DEVELOPMENT 


Ground floor opportunity by company en- 
tering group pension field for person ex- 
perienced in field sales, development of 
pension plans, and preparation of pro- 
posals. Man selected will take complete 
responsibility for sales of group pensions. 
Reply to Secretary, Pensions, Phoenix Mu- 
tual Life Insurance Co., 79 Elm Street, 
Hartford 15, Connecticut. 








HOME OFFICE UNDERWRITER 


A medium-sized growing life company in 
desirable residential location in Ontario 
has an excellent position open as under- 
writer with supervisory opportunities. Would 
prefer man with approximately five years 
experience in life underwriting, who is look- 
ing for future opportunities for advance- 
ment. Good starting salary conditional on 
experience. Inquiries will be kept confiden- 
tial and address to: Box U-33, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








FOR SALE: Large general insurance agency 
located in southeastern Wisconsin 
city of industry, trading center for 
dairy farmers and a resort center. 


Write Box U-29, National Underwriter 
175 W. Jackson Bivd., Chicago 4, Illinois. 

















ident and then assistant vice-president 
for ordinary insurance. 

He has served on the group commit- 
tee of Health Insurance Assn. and on 
Health Insurance Council’s group for- 
tm committee and its medical relations 
committee. He is a former vice-chair- 
man of Missouri Health Insurance 
Council committee. 


Education’s Goals Are 
Outlined By Schriver 
At N.Y.C. CLU Lunch 


The attainment of social efficiency 
is the real goal of education, Lester O. 
Schriver, executive vice-president of 
NALU, said at the conferment lunch- 
eon of the New York City CLU chapter. 
During the luncheon, CLU certificates 
were awarded to 84 New York City 
life agents and advanced diplomas in 
agency management were given to 14 
chapter members. 

Reminding his audience that their 
education gives them special respon- 
sibilities as teachers, Mr. Schriver 
said, “The informed underwriter 
teaches the art of saving and has the 
art of teaching men and women to 
assume individual responsibility.” 

Mr. Schriver listed seven primary 
goals of education—it should, he said, 
teach the fundamentals of economic 
life; include the cultivation of physical 
well-being; teach playing the game 
according to the rules; develop an 
appreciation of the beautiful; develop 
an “enthusiasm for this fragile thing 
we call democracy;” be built on a 
spiritual foundation, and cultivate an 
urge for greatness. 

More than 350 people attended the 
luncheon. 


Favor K eogh Bill 
Without Hobbles 


(CONTINUED FROM PAGE 1) 
there will be a bill or bills requiring 
careful consideration. 

Of the legislation providing health 
care for the aged, Mr. Glenn said the 
recently enacted law is at least help- 
ful to the extent that it will give time 
for further study and further evalu- 
ation divorced from the emotions of a 
presidential election year. 

“We do not anticipate that this sub- 
ject will be finally resolved early in the 
next Congress,” he said. “Instead, it is 
more likely that further action in this 
field will await the political pressures 
of the next congressional election year, 
two years from now. The effect which 
the insurance business may have in 
preventing a harsh form of this legis- 
lation will stand or fall on our ability 
to demonstrate that we are in fact 
ever broadening our markets to include 
those in the older ages in our insured 
programs. 

Too Early To Tell Effects 

Of the O’Mahoney report, Mr. 
Glenn said it is too early to tell what 
its effects will be. 

“Certainly some of its conclusions 
can be challenged,” he said. “Never- 
theless, the report raises questions 
which deserve careful study.” 

One effect, he predicted, will be that 
efforts to shore up state supervision 
will bring many regulatory proposals 
and present many difficulties for the 
industry. 


Should Have Been ‘McTaggart’ 

In reporting the retirement of Pru- 
dential’s Hawaii manager, Glen A. Mc- 
Taggart, in the Oct. 1, issue, his last 
name was inadvertently spelled “Tag- 
gart.” 








James H. Brennan (right), who is 
retiring from active general agency re- 
sponsibilities with Fidelity Mutual of 


Chicago, congratulates his successor, 
Daniel P. Kreer. 

Mr. Brennan has been one of the 
most active and most popular person- 
alities on the Chicago life insurance 
scene. He started in the business with 
Fidelity Mutual in 1924, and 11 years 
later was appointed general agent at 
Chicago. He has served as president 
of Chicago Assn. of Life Underwriters, 
secretary and treasurer of the state as- - 
sociation and as president of Life Agen- 
cy Managers of Chicago. He twice was 
president of the General Agents Assn. 
of Fidelity Mutual. He will continue 
his association with the Kreer agency 
as a personal producer. 

Mr. Kreer joined the Brennan agency 
in 1946 and was made supervisor in 
1953. His agency is taking larger space 
in the Chicago Title & Trust Building, 
111 West Washington Street. 


Members Of 6 
Committees Named 


(CONTINUED FROM PAGE 1) 
Northwestern Mutual, Charlotte, N. C. 
By-laws—Walter N. Hiller, Penn 
Mutual, Chicago, chairman. 
Insignia—Roy D. Simon, Penn Mu- 
tual, Chicago, chairman. 
Membership—Daniel H. Coakley. 
New York Life, Boston, chairman. 
Public relations—Alfred S. Howes, 
Connecticut Mutual, New York City, 
chairman. 





Working Since Early Summer 


MDRT Chairman James B. Irvine Jr., 
National Life of Vermont, Chattanooga, 
said the program committee has been 
working since early summer, evaluat- 
ing members’ reaction to the 1960 an- 
nual meeting, making preliminary sug- 
gestions for subjects and speakers and 
preparing a suggested calendar of 
events for the 1961 annual meeting, to 
be held at the Americana Hotel, Bal 
Harbour, Fla., June 25-29. The commit- 
tee is meeting this weekend at Chicago 
to work out final plans for the 1961 
meeting program. 

The nominating committee will meet 
concurrently with the program com- 
mittee to begin selection of nominees 
for the 1962 MDRT executive commit- 
tee and the board of the Million Dol- 
lar Round Table Foundation. While 
the primary function of the nominat- 
ing committee is to select a slate, its 
members will assist the program com- 
mittee as ex-officio members. 

The by-laws committee will meet 
Sunday and Monday at Chicago. 

Mr. Howes, as public relations chair- 
man, will assist the program committee 
in an advisory capacity during the Chi- 
cago meeting. 











Satisfaction, Success, and Prestige Attract ~ 
MBL General Agents’ Sons to Life Insurance ; i 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 


A survey of the six young men showed 
that satisfaction in being able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
reasons for entering life insurance. 

Most interesting is the fact that the 
father-son teams are from different parts 
of the country. 


For All These Reasons 


Charles L. Doane, Jr., 
son of Omaha general 
agent Charles L. Doane, 
CLU, had three reasons 
for selecting a career in 
life insurance. They in- 
cluded professional pres- | ~ 
tige, ability to help peo- 
ple, and that his income 
would depend on his willingness to work. 





Charles L. Doane, Jr. 





*=> The son of Miami general 
- agent Alfred J. Lewallen, 
CLU, A. John Lewallen, 
Jr., chose a career in life 
~ insurance because of the 
- prestige and a deep con- 
viction about the impor- 
tance of the job. 


A. J. Lewallen, Jr. 


Melvyn J. Huber, assist- 
ant general agent of the 
Solomon Huber-New 
York general agency, 
and son of Solomon Hu- 
ber, credits the knowl- 
edge that he could help 
people solve their prob- 
lems, and make a good 
living doing it, plus the chance to train and 
develop good men, as the motivation be- 
hind his choice of a life insurance career. 





Melvyn J. Huber 





= Bill Robbins, son of Lex- 

‘ ington general agent Earl 

* G. Robbins, chose a life 
insurance career because 
of the satisfaction his 
father derives from the 
business and from work- 
ing with people. 


Bill Robbins 


The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard 
E. Goldberg, was influ- 
enced by the fine exam- 
ples of insurance men he } 
saw so frequently, plus 
the desire to enter a pro- 
fession in which he could 
help others and earn a good income. 


Bernard E. Goldberg 


Gerald E. Youngman, 
son of New York gen- 
eral agent Arthur V. 
Youngman, entered life 
insurance because of his 
father’s love for the busi- 
ness, and salesmanship. 


Gerald E. Youngman 





NEW MBL FIELD ADVISORY COUNCIL 
TO PROMOTE LIAISON, UNDERSTANDING... 


Mutual Benefit Life Insurance Company 
announces the formation of a new Field 
Advisory Council to replace its Agents 
Advisory Committee and provide more 
sales assistance. 

The new group will represent full-time 
agents, and by means of an improved for- 
mat, election procedures and objectives, 
is designed to promote more effective liai- 
son and communication between Mutual 
Benefit Life’s home office and the field. It 
will provide a means for the agent to ex- 
press his opinions, and to channel ideas, 
questions, recommendations and _prob- 
lems from the field to the Home Office. 
Among its additional objectives, the 
Council will aid creatively in sales and 
merchandising, consider agents’ special 
problems, enhance the independent con- 
tractor status of the full-time career un- 
derwriter and typify the professional 
career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459.00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 

















F ROM A GROCERY STORE 
TO“ OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 
Company was founded in 1845 by Robert 
L. Patterson, and a lawyer, tallow 
chandler, carriage. manufacturer and sev- 
eral merchants, they held many of their 
early meetings in the back room of a New- 
ark grocery store. 

Today the MBL Home Office is a 
twenty-story tower of white limestone and 
blue-green glass. At the top, day and night, 
‘Mutual Benefit Life’ shines in twelve- 
foot stainless steel letters. Completed 
in 1957, the modern structure was hon- 
ored with the national “Office of the Year” 
award, with a commendation for the way 


.. it combines efficiency and economy with 


beauty and dignity. 


Mutual Benefit Life Has 10.16% 
Of Agents in MDRT 


Ranks 4th Among All Companies 


The high caliber of Mutual Benefit Life 
representatives was once again recognized 
with the current tally of Million Dollar 
Round Table memberships. 

156 Mutual Benefit Life agents hold 
Life and/or Qualifying membership in the 
national Million Dollar Round Table. This 
represents over 10% of the MBL field 
force. 

131 Mutual Benefit Life field men — 
8.5% of the entire field force — are Quali- 
fying members. 


High National Membership 


In the entire country, including all com- 
panies, there is a total of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year.) - 
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